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reflects the simple dignity 


ORHAM master craftsmen have created designs in Sterling for dining rooms 
of many periods, for many settings. . . . And each Sterling interpretation is 
authentic! , 


For Sterling by Gorham reflects the simple dignity of perfect craftsmanship—a dis- 
tinction which characterizes every piece of silverware which bears the “Gorham” 
mark. 


The creation of beauty made tangible in silver by Gorham master craftsmen is in 
reality the cumulative artistry of several generations. For the hands of Gorham master 
craftsmen are trained in youth in the ways of interpreting beauty through the medium 
of silver. 













TA & G OR H A M COMPAN Y 












The 








lewelers 








INDEX TO INDEX TO 
=| CONTENTS o AD PAGES |= 
- _irecular' 
Division of 
UNITED BUSINESS PUBLISHERS, INC. 
Vol. 100 THURSDAY, JUNE 12, 1930 No. 19 





Old Diamonds Are Not “Artistic Antiquities” 


tiquity in its classification for duty for tariff 

rates. So stated the Court of Customs and 
Patent Appeals, June 4, as mentioned in the last 
issue of THE JEWELERS’ CIRCULAR, and it is hoped 
that the question is now settled for all time. 

The decision is a victory for the diamond im- 
porters of this country, because, irrespective of the 
duty on the Nassak diamond itself, the principle in- 
volved was one that might have caused considerable 
trouble to the industry had the free importation of 
this historic diamond been sustained. The collec- 
tor at New York allowed this diamond to be im- 
ported, free of duty as an “artistic antiquity” over 
100 years old, but a protest was filed in the name 
of an American gem house, claiming that the stone 
was dutiable at 20 per cent as merchandise, and 
this protest, which was overruled by the Customs 
Court, has now been sustained by the Court of 
Customs and Patent Appeals. Had free entry on 
this diamond been held valid, there was a chance 
that thousands of diamonds might later be brought 
in free of duty under the same claim even though 
they might be sold as general merchandise and not 
as antiques after their arrival here. 

The opinion of the appellate court, in this case, is 
a long and elaborate one and recites the entire his- 
tory of the Nassak diamond, telling of its different 
owners and the forms of cutting it went through, 
but the court goes to the root of the matter as far 
as its classification for duty is concerned in discuss- 
ing why the gem should not be considered an artistic 
antiquity within the meaning of the statute, when it 
Says: 


Ti “Nassak” diamond is not an artistic an- 


“That the diamond before us is an antiq- 
uity, no one will deny. But one question there- 
fore remains: Is it artistic, within the mean- 
ing of the statute? * * * 


The stone was 





cut and faceted by artisans, diamond cutters, 
first in remote times, in some Indian work- 
shop, and then by European workmen. In 
cutting it, nothing was done but that which is 
always done in cutting a diamond, namely, to 
so cut it as to refract and reflect the rays of 
light properly and thus add to its beauty and 
brilliance.* * * 

“Tf this diamond, cut in the ordinary way, 
is to be treated as artistic, where shall we say 
the line of demarcation is between dutiable cut 
diamonds and free, artistically cut diamonds, 
having in mind, of course, diamonds which 
have been produced more than 100 years prior 
to importation. * * * 

“It is very evident,” (the opinion con- 
tinues) “from a consideration of said para- 
graph 1708, that by the term ‘artistic antiqui- 
ties, the Congress had in mind something 
more than the mere ordinary work of an ar- 
tisan. * * * Something is required to 
make an antiquity artistic, under this para- 
graph, than mere mechanical skill.” 


This above seems to thoroughly settle the appli- 
cations of the custom law paragraph governing an- 
tiques and diamonds of any age, but there is another 
part of the opinion which may also prove of great 
importance to the industry—that part in which the 
court also sustained the right of the American deal- 
ers to protest free entry of merchandise after all the 
preliminary requirements have been complied with, 
even though the Treasury Department is satisfied 
with the duty imposed. 


Editor. 
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Friendly advice moves more mer- 
chandise than high pressure selling 
in this store 


By MISS SUSAN JOLLY 


perfect forms, created by ancient and modern art, 

the high character and integrity of a modern 
jewelry business can be readily understood. In our 
business we have tried to live up to the standard set by 
the finest merchandise we sell. For 49 years we have 
clung to this precept—the one that we consider the most 
necessary in building a successful business. 

A jeweler must have the confidence of his customer be- 
cause the inherent perfection of silver or of precious 
stones are known to him as they can never be known to 
the average purchaser. This confidence can only be 
gained after years of slow and patient reputation build- 
ing. It can be destroyed forever for a customer by one 
false statement or one suppression of the true facts 
about a piece of merchandise. We, therefore, regardless 
of the size of a purchase, make a candid statement of the 
facts our first rule. Making this rule our guiding prin- 


OF} pectost only with the finest materials made into 
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Miss Jolly Says: 


q “In our business we have tried to live up 
to the standards set by the finest merchan- 
dise.” 


@ “Confidence can only be gained after years 
of slow and patient reputation building. It 
can be destroyed by one false statement.” 


q@ “We show silver as nearly as possible just 
as it is to be used in the home.” 


@ “We use the ‘place setting’ idea in selling 
silver.” 


@ “We dress our windows to catch the fem- 
inine eye.” 
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ciple during the 49 years in which the business has been 
established reflects itself today in the confidence of our 
customers. 


Y honesty we do not mean ordinary justices which 

the law demands. We feel that to be honest with 
our costumer we must deliver to him the quality of mer- 
chandise which he thinks he is buying and for which he 
pays. We consider it our duty to do all in our power to 
correctly understand what the customer really needs and 
desires. He must be protected, in so far as it lies in 
our power, from his own faulty ideas and lack of knowl 
edge. Our judgment must aid the purchaser of our 
merchandise. 

To be honest we owe him the knowledge gained by 
long experience in buying and selling fine merchandise, 
and in dealing with other individuals in similar or ap- 
proximately similar circumstances. We believe that it 
is better to lose a sale than to make a sale based upon 
misleading or incorrect advice to the purchaser. If the 
sale is lost on honest advice, that sale only is lost and 
your customer will return to make many purchases in the 
future; if the sale is made on incorrect advice, one sale 
is made, but all of the rest, over may be years, are lost. 

After getting a B. S. degree from Columbia Univer- 
sity, the next step was to seek practical knowledge, the 
opportunity for which was found in the Gorham Co. For- 
tunately, I was allowed to spend two months at the fat 
tory in Providence receiving instruction about how and 
why silver is made as it is, with a course in period de 
sign, advertising, merchandising and selling. It was 4 
wonderful experience and one I have profited greatly by, 
as I obtained a knowledge of silver that I would never 
have had, not even through years of experience in selling 
it, and came home with an entirely different feeling it 
regard to selling silver. 


AM no longer “afraid” of silver. At first when a cus 
tomer came in and asked to see a silver service I at 
once became “weak in the knees” and called mother. 
But now nothing is more fun than to have a silver cus’ 
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Not that I at once begin to recite to them all 


tomer. 
that I learned, but I feel confident of my ability. My 


growing interest, as my knowledge increases, enables me 
to get the customer’s attention more quickly and make 


the sale more easily. It is so easy to strengthen a sale 
if you can tell the customer bits of information that are 
not generally known. Recently a customer of mine was 
undecided between two pieces of silver. There was con- 
siderable difference in price and I wanted to sell the more 
expensive piece. I almost gave up in despair, but finally 
explained the art and labor involved in hand chasing sil- 
ver. This bit of information turned the sale, the cus- 
tomer immediately appreciating the finer piece. 

We show silver as nearly as possible just as it is to be 
used in the home. We have a mahogany dining room 
table in the store which is always set with silver, china 
and glassware. When a customer comes in to select her 
pattern of silver we show it on this table. In most cases 
the girl will end up by buying not only the silver, but 
the china and glassware as well. We find that a table 
set as a bride would like hers to look will produce an 
“Oh, isn’t that lovely!” much quicker than silver dis- 
played in a case or on a velvet mat. 

We use the “place setting” idea quite frequently, espe- 
cially with so-called “price customers.” When customers 
state that they have just a limited amount to spend on a 
chest of silver we find it a very good policy then to tell 
them about buying by the “place” instead of by dozens 
or eights. That is, set one place with as many different 
pieces of silver as the customer feels she will need at this 
particular time, and then sell as many of these “place 
settings” as she will buy. If you can get the customer 
to buy four “place settings’ each of ten different pieces 
it is better than having them buy sets eight in five dif- 
ferent pieces, as when they go to fill in they will have 
10 different pieces to fill in on instead of just five. This 
method of selling silver is one of the methods I learned 
while with the Gorham Co., and one which has been 
adopted in our store and which has been found to be very 
satisfactory. 

Recently we sold a customer of limited means. She 
bought four of each of eight pieces, enough to set a table 
correctly for four people. Subsequently we sold two 
more of each piece as wedding presents, making a set of 
six. When her demands require it, we will sell another 
half dozen of eight pieces. Had we sold a dozen knives, 
forks and spoons to begin with, we would not have had 
the constant desire for a full set to aid us and she would 
probably never have bought oyster forks, dessert spoons, 
butter spreaders and the rest. 


7’'Y work at the silver factory has proved most valu- 

able in buying. I learned what a piece of silver 

ought to cost, judging by its weight and workmanship. 
It is easier to understand why one bow! costs $40, where- 
a another similar one costs $25. “What you buy you 
must sell” is about equal in truth to “Whatsoever a man 
soweth that shall he also reap.” Buying in business is 
of major importance, and that, I believe, is one of the 
chief assets of my Gorham course. Not that I do the 
buying. Mother looks out for that, but it is one of my 
aspirations. She buys while I look on, and sometimes 
allows me to put in a word or two. Probably I’ll gradu- 
ate to that some day, but in the meantime I continually 
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Modern _ psycholo- 
gists, for years, have 
been debating the rel- 
ative importance of 
heredity and environ- 
ment in shaping the 
destiny of a human 
being; therefore, if 
either of these major 
impulses have the 
supposed effect, there 
is small room to won- 
der, at Miss Susan 
Jolly’s chosen profes- 
sion. Her grandfa- 
ther founded The 
Jolly & Wynne 
Jewelry Co., Raleigh, 
N. C. (now known as 
Jolly’s, Inc.) in 1881. 
Her father, Frank 
Jolly, followed him, 
and at his death her 
mother, Mrs. Janie 
R. Jolly, took over 
the direction of the 

business 





exercise what I have learned whenever we look at a line 
of merchandise. 

We dress our windows to try to catch the feminine 
eye. Is it not the woman who buys the beautiful things 
for the home? Candles in candlesticks are much more 
attractive set on each side of a centerpiece filled with 
flowers than just an empty centerpiece in one corner of 
the window and a pair of candlesticks in another. Often 
we use a few mints in comports and bon bon dishes in the 
window and quite frequently set one “place setting,” 
using china, glassware and silver. This idea is carried 
out on a larger scale at Ovington’s. They always keep 
one window with a complete table set, but since we do 
not have the space for this we try to use one place set- 
ting in our silver window. We find that many customers 
watch our window for new ideas to take to their own 
table. It probably occasions more comments than any 
other single advertisement of the business. 

In selling silver it is essential to help the customer as 
much as possible in every way. No bride wants 10 or 12 
steak sets—especially from the same store—so we keep a 
record of all silver bought and avoid duplicates, if that 
can be done. Just last week a bride who selected her 
silver from us had the groom whose home is in Texas 
buy from us all of the gifts from his family and inti- 
mate friends. These people, who were strangers to us, 
came in while here for the wedding and not only gave 
checks for all their gifts, but left it up to us to select 
what we thought best after the other gifts from resi- 
dents were bought. We appreciate such confidence, and 
will be sure that she secures the best possible assortment 
of silver. A careful record of gifts sent her from our 
store will be kept, and then, with the cash left with us, 
proper “fill ins” will be made. 


HERE is one service we offer at Christmas time 

that has proved both popular and profitable. Dur- 
ing the holidays a large per cent of the business comes. 
from young boys purchasing gifts for girls. Boys in 
general know nothing at all about wrapping up their 
Christmas presents, especially if they.are away from 
home and have no mother or sister to do this for them. 
(Continued on page 74) 
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Cash, Credit and Instalments 


XACTLY what portion of the jeweler’s busi- 
1D ness is done for cash or on credit or on in- 
stalments, is not now known, but the figures 
contained in the report of the National Retail Credit 
Survey of the business done in 1927, throws some in- 
teresting lights on the relative proportion of the dif- 


ferent kinds of jewelry sales in that year. Reports 
from 330 jewelry stores whose net sales totaled $36,- 
743,562, indicated that 37.8 per cent of this amount 
was for cash; 45. per cent was done on open credit 
and but 17.2 per cent on instalment credit. 

Of the 330 stores reporting, 86 sold for cash only; 
140 for cash and open credit; 58 for cash and instal- 
ment credit and 46 sold for cash, open credit and 
instalments. 

A wide variation is found in the report between 
the credit, cash and instalment sales in the various 
sections of the country. In the New England States 
the stores reporting did only 4.3 per cent of their 
total business on instalments; whereas, in the Pa- 
cific Northwest, jewelers reporting did 39.7 per cent 
on instalments. In the Central Atlantic States the 
jewelers did 60.8 per cent of their business on open 
credit, while those in the Pacific Northwest did only 
19.2 per cent on open credit. 

The report from which these figures were taken 


is Part 2 of the Retail Credit Survey made as a com- 
parative study between the Department of Com- 
merce and the National Credit Association. 


vv Vv 


Scarcity of Diamonds Continues 


MPORTS of diamonds during April while slight- 

I ly larger in total than those of February and 

March and December last, were still very small 

in comparison with the normal figures, according to 

the advance statistics just compiled for THE JEWEL- 
ERS’ CIRCULAR by the Department of Commerce. 

According to these figures the total value of dia- 
monds received in April was $1,473,659 as compared 
with $4,628,436 in April a year ago, but the figures 
exceed those of March by about $62,000 and those of 
February by about $43,000. 

Of this total, the value of the rough or uncut is 
placed at $251,734, of which $115,000 came direct 
from the Syndicate in London, about $76,000 from 
the cutting centers of Belgium and about $54,500 
direct from the Union of South Africa. The total 
value of the cut stones imported is.$1,221,925, of 
which the bulk, of course, came through the Port of 
New York. However, over $66,000 came direct 
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through Pacific Coast ports, about $26,000 through 
Los Angeles and over $40,000 through San Fran- 
cisco. 

Were it not for the scarcity of diamonds in the 
hands of cutters, importers, wholesalers and retail- 
ers and the fact that few, if any, stocks are com- 
plete in assortments, the importations of April might 
have been even less as few importers or cutters care 
to bring stones in until after they know definitely 
whether the new tariff will reduce the duty by 10 
per cent. Once the question of the tariff is settled, 
importations will again be resumed, but the scarcity 
of diamonds will not be immediately remedied owing 
to the fact that the cutters of Europe have been cut- 
ting a very small amount for the last six months 
and the Syndicate has been letting very little rough 
go out. 

Reports from the Public Stores show that but a 
small amount of diamonds have been imported in 
bond (less than $1,000,000 worth of cut and rough 
combined), so that there will not be much ready for 
immediate release even after the tariff is finally 
settled. 


vv Vv 


Important Part Played by the 
Wholesale Jeweler 


LL eyes in the jewelry trade during the cur- 
A rent week have been turned toward Atlantic 
City, where a _ great 
convention of the wholesale 
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accounts and credits, on the other, seem. to mili- 
tate against the function of the wholesale distribu- 
tor, nevertheless, the position of the wholesaler is 
one that is based on a solid economic foundation, 
precarious as it may have seemed in recent years. 
The function of the wholesale distributor must be 
performed somewhere, whether by him, as an 
entity, or by the big chain that buys direct or by 
the manufacturer who sells direct. In some cases, 
the wholesaler may be eliminated but his function 
cannot be. 

In the jewelry trade, the wholesaler performs a 
service which must never be lost sight of, for it 
cannot be done by anybody else. He makes it pos- 
sible for the small merchant to start in business, 
and it is safe to say that the majority of real jewel- 
ers in the trade today owe their start to some whole- 
saler or group. Should the wholesaler disappear 
from the jewelry trade, this would immediately put 
a stop to the introduction of new merchants of a 
type that are necessary; for small though these peo- 
ple may be when they start, they develop and many 
of them become leaders and big distributers of 
jewelry as the years go on. 

If only as the creator of outlets by which jewelry 
reaches the consumer, our wholesale trade must be 
preserved. But there are other reasons as well. The 
general interest, therefore, on the part of the manu- 
facturers, retailers and others in the convention of 
the National Wholesale Jewelers Association and the 
action taken by it to strengthen and develop whole- 
sale distribution, is most nat- 
ural. 





jewelers has been in progress, 
a report of which appears on 
other pages in this issue. 
What was done here may 
prove of momentous impor- 
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tance not only to the whole- 
salers of the country and the 
manufacturers for whom they 
distribute, but also to the in- 
dustry at large. 

Though there has been a 
tendency of recent years to 
minimize the importance of 
the wholesaler in all lines of 
trade, and although every de- 
velopment and invention 
which makes for quick com- 
munication or transportation, 
on one hand, or which facili- 
tates the handling of larger 









No small part of the success of our 
business is due to receiving THE JEWELERS’ 
CircuLar, with its many departments of 
Jewelry store service information. 

The experience of others that you cite 


among the continual worthwhile accom- 


plishments of Jewelers should prove of 
great **Bonehead” 
Jeweler. 

We read the advertisements regularly, 
but wish that your advertisers would 
change their copy oftener. 

Yours very truly, 


ARTHUR A. EVERTS CO. 


value, even to a 


* & @ 

It is but natural that we should feel proud 
of a comment like this from such an out- 
standing successful house as the Everts con- 
cern, and sincerely trust that other sub- 
scribers may have found THE JEWELERS’ CIR- 
CULAR as valuable asa business help.—Editor, 


THE JEWELERS’ CIRCULAR. 


jewelry industry have held 
conferences in the past with 
representatives of the Federal 
Trade Commission which have 
resulted in much benefit to the 
industry. Attention is called 
on another page of this issue 
of THE JEWELERS’ CIRCULAR 
to the fact that manufacturers 
of school, college and fratern- 
ity jewelry will hold a trade 
practice conference at the La 
Salle Hotel, Chicago, on June 
27, with Commissioner C. W. 
Hunt presiding. 
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Waterford & Son— 
Jewelers and Watchmakers 


By HAROLD WHITEHEAD 


EPISODE X 


to Eric read, ‘“‘Herbert Waite, Mgr. Real Estate 
Dept. The Tradewell Co., Inc.” 

“Oh, yes. I’m sorry, Mr. Waite, but father’s not in 
today, he’s a bit under the weather. However, I’ve ar- 
ranged for you to meet my brother-in-law, Mr. Jones, 
after you’ve looked at the property. Mr. Jones sug- 
gests that we have lunch with him at the Chamber of 
Commerce. He ... er. looks after things in 
a way when father is not around.” 

“Suits me, Mr. Waterford. Mr. Sissons wrote us that 
you had three stores you owned that you wanted to 
rent. Is this one of them?” 

“This is one of Pop’s . .. I mean father’s stores, but 
we aren’t wanting to rent. We have good tenants in the 
other two stores, and this one has been run by us for 
over 60 years. Mr. Sissons told us you people wanted 
to get a place big enough for you and thought we might 
be able to make a trade. 

Eric didn’t like the implication that they wanted to 
rent; as he said to his father that night. “I wasn’t go- 
ing to let him get away with anything like that, believe 
me.” Yet, when he looked at the man he could not 
help liking him. He was so smart, so cheerful and had 
such pleasant eyes. 

“Let’s say, then, that we want a location and you 
want to rent one, that suit you?” The man chuckled 
good-naturedly as he spoke. ‘Now, how about letting 
me look around?” 

Eric agreed to the suggestion and proceeded to show 
the man the jewelry store. Karl watched with undis- 
guised disgust, and Elmer Catton looked mystified as 
the two men marched all over the store. When Waite 
proceeded to measure the floor space and then make a 
rough plan of the place Karl could contain himself no 
longer. , 

“Does you father know about this, Eric?” he grunted. 

“Of course. But what it’s—nothin’” Eric pulled 
himself up short, he didn’t wish to have a dispute in 
front of Waite. A few minutes later the two men went 
to the two other stores. At Bijah’s suggestion Eric 
merely told the tenants that a friend of their’s wanted 
to get an idea of the layout of the stores. 

Half an hour later the two were back in the little 
office. 

“And what about the upstairs? How much space is 
there there?” 

“Gosh, we didn’t know about you wanting anything 
but the ground floor and basement. That's rented for 


7. HE card which the keen looking young man handed 
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offices, there are six of them, only two are vacant nov. 
We don’t get so much for them; just out of the office 
district, you see.” As soon as he had spoken Eric re. 
gretted it, perhaps he had hurt their chance of getting 
a good rent! But Eric found out later that whatever 
he said made little difference, the chain store people 
took small notice of what was said, they had their own 
way of valuing a property. 

The lunch with Waite and Bijah proved interesting 
and also disappointing to Eric. He noticed that when 
Bijah appeared on the scene Waite ignored him and ad- 
dressed himself to the practical and blunt plumber. 
When lunch was over and the discussion ended Waite 
shook hands and concluded by saying: 

“Then, gentlemen, this is how we leave it. I will have 
the location clocked, and if it comes out as well as | 
think it will we will make an offer for a 20 years’ lease 
for the whole place. Our offer, however, will be sub- 
ject to a complete tenancy within three months. And 
subject to further check we will consider a rental of 
$12,000 a year flat, you pay taxes, we pay for all altera- 
tions and upkeep; but you agree to accept the place in 
the structural condition it is in at the end of our tenancy 
subject to reasonable upkeep condition. The renewal 
option at a rental to be determined later depending on 
changes in city valuations.” 

Bijah nodded his head and replied: 

“That, Mr. Waite, is what we understand you pro- 
pose, but our acceptance depends on three things. 


. First, our approval to the structural changes you would 


wish to make, and those changes to be made by local 
concerns. Second, to our being able to secure a suit- 
able location for ourselves, and third, to our being able 
to induce all the present tenants to give up their lease 
without any expense to us. And I would like to say, 
Mr. Waite, that it has been a pleasure to talk business 
with such a fair-minded man.” 

Mr. Waite then left, leaving Eric and Bijah alone. 

“Don’t go yet, young fellow.” Bijah laid a restrain- 
ing hand on his brother-in-law. ‘“Let’s see where we 
stand so far as P. W.’s business is concerned. Remem- 
ber that while this looks like a fine thing from a real 
estate point of view, it ain’t worth a second-hand drain 
pipe if it don’t mean something better for the jewelry 
business. Seems to me, young ’un, that you’ve started 
something that’ll take a hell of a lot of finishing, and 
P.W. ain’t any too well. I’m kinda worried about him.” 

Eric felt uncomfortable at Bijah’s words. He him- 
self had noticed that his fine old father had been tired 
of late. A change would set him up, but it looked as 
though the business would need the wisdom and caution 
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THE 


“You tell me your 
hoy here,” the doc- 
tor looked at Eric 
shrewdly, “is some 
boy. He _ looks 
husky enough to 
run things without 
you, and this 
month will give 
him a chance to 
show what kind of 
stuff's inside him. 
How about it, 
Boy?” 


of the old jeweler if the contemplated changes occurred. 
The young man gave an involuntary sigh and said: 
“Pop isn’t any too spry these days, but if he’ll rest a 
bit. . . . And Bijah, you think we are doing right 
in moving, don’t you?” His voice sounded anxious. 
“For the love o’ faucets; young fellow, how can I 
know? I’m a plumber; not a jeweler. All I can say is 
that you ought to go into it, and if you decide it’s the 
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Synopsis 


In the previous episode Eric started things mov- 
ing in the direction of a new location for the 
business of Waterford & Son, but what the out- 
come will be still remains in doubt. His father. 
Paul Waterford, head of the business, is a conserva- 
tive jeweler of the old school and does not desire to 
see his business get out of control, and neither does 
he wish to curb the enthusiasm of his son beyond 
reason. The house of Waterford & Son was 
established years ago by the father of the present 
owner. For years it has been conducted along 
conservative lines. Eric, after graduating from 
college, traveled for a while for a novelty jewelry 
concern and has returned home to join his father 
at Brent, Ohio. He thinks that many changes 
should be made to put the business on a more 
modern basis. Karl Emden, the old watchmaker, 
and Elmer Catton, the clerk, do not agree with 
Eric’s ideas. In the previous episode the timely 
intervention of Eric’s father prevented a row 
between Eric and the old watchmaker. In this 
episode Eric faces a new situation. Now go on 
with the story. 
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thing to do, go ahead and do it. You got to learn to 
back your own judgment. You ain’t a kid any longer, 
and your father is leaving it to you; he’s too tired to 
fight about it much, but he’s game to back you. And 
if you let him down I’ll break every bone in your miser- 
able body.” Bijah laughed, but under it Eric knew that 
he would have to reckon with an angry man if he did 
anything to injure the honest, proud and upright old 
jeweler. 

“Honest, old-timer, I can’t help but feel we ought to 
be on the other side of Central Avenue. We are slow- 
ly dying here as I see it. I know that if we get where 
the trade is, and if we get our stock up to date we can 
make the old business hum again.” Eric spoke with 
an enthusiastic conviction which pleased the keen and 
observant plumber. 

“Well, young fellow, you had better get busy and find 
out what can be done with the Menzies place. And 
believe me, three months are no time at all. I’ll drop 
round tonight to see how P.W. is, and you can tell me 
how you get along after you see Hopper.” 

Eric walked down the steps of the Chamber of Com- 
merce in a daze. He realized for the first time that he 
had assumed a definite responsibility and that it was 
up to him to make decisions and carry them to success. 
“T guess Pop isn’t such a slouch after all,” he muttered 
as he thought of the fine business his father had estab- 
lished. ‘He may be old fashioned, but he DID it, and 
I haven’t done a thing but talk so far.” 

Hopper had secured a definite offer in writing from 
Menzies for the store on Avery Street at the rent 
agreed upon by the owner and Bijah, subject to ac- 


(Continued on page 73) 
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Make Your Show Window 
Work Hard For You 
Use These Timely Displays 


EWELERS WiInpbow 


News Events Make Attractive Windows 


Pee tesiesereencosoe 


HERE is a widespread tendency toward simplicity 

in window display. The picture at the left ex. 

presses this trend in a forceful manner, where the 
background of flat crepe silk gracefully draped forms 
an exquisite setting for the prystal jewelry pieces, 
The stands are polished steel blending nicely with the 
type of merchandise presented. 

Windows today in the best shops to a great extent 
have eliminated the expensive architectural and ornate 
designs for simplicity. Flat backgrounds of various 
types, either screens or panels of materials, lend a 
smooth surface upon which the brush of the clever 
artist has been employed to attract the window shop- 
pers’ attention. 

The window at the left can be duplicated at little 
cost. In many instances the average window will be 
much smaller, not requiring the quantity of silk used 
in this arrangement. 

Display stands are a matter of what you have. If 
you can afford to usé the new metal types it will add 
value to your window. Watch your harmonies in de 
veloping your displays. Wherever possible contrast 
the background to emphasize,the merchandise pre 
sented. Eliminate distracting color combinations that 
draw the attention away from the merchandise. 


N this particular window the silk background was 
employed to express summer atmosphere as well as 


Window display 
of William Strom- 
berg, Hollywood, 
Cal., tying-in im- 
portant news 
event of that 
community 
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Your Up-to-Date Merchandise 
Through Your Show Window 





DISPLAY SERVICE 





Movable Window Display Stimulates Sales 


the type of material with which this particular jewelry 
could be worn. 


YING-IN important events in your community 

will give you quicker window attention than al- 
most any form of display. It affords an opportunity of 
benefiting from the accumulative publicity bought and 
paid for by others. It concentrates the interest of a 
timely event on your window display and is generally 
of such importance that it has immediate attention 
value. 

William Stromberg, jeweler, of Hollywood, Cal., beau- 
tifully portrayed the idea when he coordinated his 
window with the premiere showing of “The Green God- 
dess,” featuring George Arliss. To Hollywood this 
naturally would be an important news event where 
practically everyone is “picture-minded.” An oriental 
atmosphere is injected into the idea. 

A photograph of George Arliss was the magnet that 
emphasized the tie-in, but another interesting unit was 
the original image used in the picture which Mr. Strom- 
berg was able to secure. 

The real test of a window’s effectiveness is the re- 
sults in dollars and cents. Mr. Stromberg further re- 
ports regarding the display that from the standpoint 
of sales actual business was developed. 

Other events just as important can be used by the 
average jeweler in his community. 





Leon Krooler, Washington, D. C., built this movable display which increased his business in an outlying business district 


Perhaps the most important news event occurring 
shortly will be the return of Commander Richard E. 
Byrd. This will offer an unusual opportunity to build 
an interesting display. Some of the smartest stores on 
Fifth Avenue contemplate timely displays when he ar- 
rives. 


FFECTIVE windows that attract attention and 

cause people to stop can be installed by neighbor- 
hood jewelers with just as much selling appeal as the 
larger stores. 

This was definitely proved by Leon Krooler, an 
aggressive merchant who operates a neighborhood store 
at 1011 H Street, Washington, D. C. Because of his 
location he must resort to unusual promotion methods 
and having a mind that trends toward unique window 
displays he has given expression through this method 
of presentation which has brought business to his store. 


¢ HE picture at the bottom of this page is the mov- 
able display designed and built by Mr. Krooler. 
The display is termed “The House of Bargains,” being 
a replica of a spacious home and entrance artistically 
arranged, the two doors opening and closing together. 
It required four months to complete the movable dis- 
play, the moving parts operating from the movement 


(Continued on page 80) 
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N import element of jewelry adver- 

tising is the specialized appeal or 
slant. This element has three direct 
effects on the sales-making value of 
space used. 

First, it puts individuality into the 
specific store’s presentation if carefully 
managed; 

Second, it focuses interest on at least 
one line of the store’s stocks, and 

Third, it identifies one or more specific 
items or values depending on what items 
are featured in space. 

These three effects singly or combined 
result in increased response to the day’s 
offerings, that is bring in an increased 
number of customers, and everything 
else being equal sell on the average more 
dollar volume of sales. Both very de- 
sirable results for any size or type of 
jewelry store and especially the stores 
in medium size cities carrying a full and 
well rounded jewelry stock. 


Specialized Appeal 


Briefly, specialized appeal means em- 
phasizing a special value for the money, 
an ordinary value at a special reduction 
or the detailing of special merits of cer- 
tain lines or items. Also special appeal 
can be based on some phase of store 
service such as time payments, gift cer- 
tificates at holiday time and so on. 

Whatever the appeal, the important 
thing is that it is clearly, definitely and 
sincerely expressed in copy and _illus- 














“ADVERTISING 


Specialized Appeal in Jewelry Copy Creates Extra Interest 
in the Store’s Stocks and Values 


This is No. 7 of a Series in Jewelry Store Advertising Studies. Here are Specific Comment 


on Four Specimen Ads 


By GUY HUBBART 


trated by cuts. Readers of jewelry ad- 
vertising are by nature exacting if not 
skeptical in the sense that any ideas or 
propositions they see in the ad do not 
completely click unless conforming to 





F June Brides 


Engagement Wedding 


a= 


of eee 7] 
$200 $60 
IN the happy couples who are coming 
to us for their diamond engagement 
rings and their wedding rings. 


Announcements for June weddings and 

other events can be designed and carefully 

executed, if orders are Placed with us 
immediately. 


LAMBERT BROTHERS 
\ Third Avenue al. 58th Street - 
No. 1 

















Ad No. 1—Specialized appeal here is 
based on a single item for a single. pur- 
pose—rings for June brides. 

Copy method and display are in per- 
fect keeping with the appeal. 

The direct selling power of this ad is 
100 per cent so far as suitability goes. 


reason and ordinary common sense. 
This means that extravagant claims, 
unusual price reductions presented with- 
out giving reasons, fanciful and badly 


_—— Hem & € Hen 










Why Dad " rea You SAY 
Tom Pillar! m the — - & 
Post In 









Sent Sees St Re 
— af 
SN Oe 














chosen wording all detract from the ef- 
fectiveness of the jeweler’s message. 
On the other hand, jewelry customers 
welcome and are convinced by genuine 
offers, frank statement and restrained § . 
descriptions of values and _ policies. 
These viewpoints are quite natural if 
the advertiser keeps in mind that the 
jewelry purchaser is buying not so much 
what the item is as what it means. A 
ring may be priced at anywhere from 
$3 to $380 or $100 so far as intrinsic 
worth goes but the purchaser may place 
very high sentimental value on_ the 
ultimate purpose. The ring may be in- 
tended for an engagement or wedding 
ring or as a gift of equal importance. 

Or it may serve some special personal 
meaning to one who is buying for him or 
herself. At any rate the ring is not 
merely $3 or $30 worth of jewelry, it is 
a symbol of some idea, mental, personal 
or even spiritual so far as the customer 
goes. The same with any and all items: 
rings are merely used here as typical 
examples. 

Naturally, then the nearer advertising 
comes to what is in the customer’s mind 
the more confidence and conviction it 
carries and therefore the more actual 
sales-making power. 

There are scores of ways by which 
specialized appeal may be put_ into 
jewelry advertisements, almost as many 
ways as there are individual items in 
stock but there are four very practical 
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methods by which it may be reflected in 
single advertisements. 


Four Methods of Appeal 


These four methods may be described 
directly as follows: 

Copy method—The use of a style of 
copy that is different from the style 
ordinarily used by the store. Thus, if 
something special is to be featured in 
one of this week’s ads, adopt a style of 
writing that contrasts with the store’s 
regular standard style. If ordinarily 
just plain, unadorned narrative style is 
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These methods can of course all be 
combined, or any two of them to give 
the specialized slant to a single ad. The 
idea is to do something which, while not 
changing too abruptly the identity of 
the regular run of ads, puts a slight but 
noticeable difference into copy, layout, 
display, shape or all four. 

The idea is that since something spe- 
cial is being offered it should be offered 
in a special way. The rule or practice 
fits any kind of advertising but particu- 
larly jewelry advertising. 

Startling or odd changes do more 
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No. 3 


Ad No. 2—Here the special appeal rests 


for offering special values. 


on a store event -removal—as a reason 


Material is well organized and typography excellent. 
Notice the ruled box on diamonds—a good idea for adding extra appeal 


Ad No. 83—Specialized slant here is built on a selling idea—the vacation club and a 


special method of payment. 


Display is animated to fit the note of enthusiasm in 


copy 
Ad No. 4—This one is an example of restraint in display and copy treatment, both 


closely in keeping with the nature of featured values. 


The idea is based on the 


special appeal to collectors and on a special class of values 


used, switch to personalized or human- 
ized style for one day. 

Caption method—Break away from 
long, descriptive captions if that is what 
is regularly used and use short, snappy 
ones with exclamation marks behind 
thm. Or use captions in the form of 
queries like “How Would You Like to 
Own the Prettiest $5 Necklace in Town?” 
Or if question captions have been the 
common rule, reverse it for the special- 
ized ad. 

Display method—Changing from one 
kind of display to a distinctly different 
one. Thus if lively, animated display is 
the rule, change for the time being to a 
more sedate kind. Or if many boxes, 
much rule and other devices have been 
used, change to straight simplified type- 
setting methods. 

Size and shape method—If long, nar- 
tw spaces have been used, change to 
Square or rectangular shapes. Or if 
small ads have been the rule, break out 
with a noticeably larger space. 





harm than good. Extravagance in any 
direction is poor practice in jewelry 
store advertising, whereas it might serve 
the purpose for other types of goods. 

The four specimen ads shown here 
each have one or more specialized slants 
and as a group coincide fairly closely 
with the four methods outlined above. 
The special points are brought out in 
captions for each ad, also one or two 
comments on general points, aside from 
the subject here, are given. 

Highlights in Advertising Copy 

Jewelers who use space on regular 
schedule could well profit from the sug- 
gestion that one of the most important 
principles of successful jewelry store 
publicity is that of always having one 
or two highlights in the weekly or 
monthly schedule of insertions. That is, 
if no specialized ad is run try to give 
one part or section of the ad a little 
of the specialty touch. 

This can be done if the schedule is 
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planned well ahead of the days of pub- 
lication and if the jeweler understands 
that little features give extra life and 
interest to his daily, weekly or monthly 
advertising messages. For example, if 
a 30-inch ad is used to feature diamonds 
or other precious stones, drop in a small 
section, maybe in one corner of the space 
or in a ruled box, about the kind of jewel- 
ry which should be worn with a partic- 
ular costume. Another little feature is 
to tell ways to do the hair or what face 
powder tints or perfumes make good 
combinations with this or that gem, set 
or mounted this or that way. Such 
touches use up little space but have a 
big effect on giving the store’s ads extra 
character, wider appeal and intensified 
interest. 

The main reason for doing the things 
suggested here is that the best thing 
that can happen to a store’s ads is that 
people say of them “I like Jones and 
company’s jewelry ads. They are al- 
ways a little different and are interest- 
ing to read. 








Graduation Day 
By FRED E. KUNKEL 


UNE days are graduation days. 

From  high-schools and _ private 
schools, from colleges and universities 
throughout the land graduates will 
anticipate graduation gifts—something 
smart—something useful—inspired in- 
dividuality. 

The jeweler who through extensive 
newspaper and direct mail advertising 
coupled with good window and store dis- 
plays, goes extensively after this busi- 
ness will get it. A gift of jewelry for 
graduation is something that the child 
can keep and relish for future years as 
a reminder of this important event and 
the proper appeal addressed to the 
parents will get the desired results. 


“Gifts for Graduation,” “To Solve the 
Gift Problem at Graduation Time,” 
“Gifts for the Graduate,” “Traditionally 
a Watch Is the Gift for Graduation,” 
are some of the interesting headlines 
used by R. Harris & Co. of Washington, 
D. C., to play up the idea of presenting 
a suitable graduation gift in jewelry to 
the graduate. 

R. Harris & Co. also uses attractive 
window and store displays for this oc- 
casion to present an alluring attraction 
to the public and to assist them in select- 
ing suitable gifts for the occasion. 


The store plays up the idea that a 
watch is a suitable reward for scholastic 
achievement and to symbolize the par- 
ents affectionate approval of the boys’ 
or girls’ attainments. “He has a right 
to expect a handsome present—years 
of hard study deserve generous recog- 
nition on commencement day” the copy 
reads opposite the picture of a boy in 
graduation togs, while opposite the pic- 
ture of a girl is the statement that, “Her 
present must be beautiful—it will also 
be enduringly useful and an ever remind- 
ing symbol of the occasion if you select 
jewelry.” 
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A radio talk delivered by Arthur J. Sundlun, 
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The Vocational Aspect 
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President, District of Columbia Jewelers Associa- 
fon, under the auspices of Vocational Guidance 
Committee, Washington Kiwanis Club. 


HERE is no industry in all the world 

that is quite like the jewelers; there 
jsno industry with a heritage so rich 
wthat of the jewelers. It is a business 
that dates back to the earliest dawn of 
history, and the modern jeweler, as you 
mw him today, is the representative 
ida time honored calling, the history 
d@ which, with its many traditions of 
famous gems, would read like the most 
imaginative fiction. It would be possible 
totalkk for hours on the part jewels have 
played in the history of the world, and 
hind the history of the many famous 
damonds and precious gems, there is a 
wealth of romance. But with it all, the 


Biewelry business represents a certain 


yrmanent stability, for the wealth of 
tions is greatly reflected in the dia- 
mnds and jewelry worn by its people. 
These things are mentioned merely for 
the purpose of giving you some idea of 
the background of this industry. 
Ihave just stated that there is no 
industry in all the world like that of the 
jewelers, and that statement will be 
fund true when considering its tradi- 
But, in this modern 
World of commercialism, our business 
lakes its place along with all other lines. 
thas the same problems, the same aims 
serve, and the same basic principles 
any other industry. But the jeweler 
daals with something more than mer- 
tlandise—his wares are those things 
Which are passed on from generation to 
g&teration, and which are valued far 
more highly than for their mere intrinsic 
worth. Because of the very nature of 
is dealings, there is no industry to 
Which the cardinal principles of the 
den rule—truth and honesty—apply 
importantly as to the industry of 
ich I am now speaking. 
The jewelry business presents a many 
picture, for in a well founded 
Welry establishment there are a num- 
tof departments, each of which may 
M said to be a business of its own, but 
and custom have co-related the 
fous commodities with which one 


must be familiar in the conduct of a 
progressive jewelry establishment. 

The diamonds and precious gems, 
which are a very important factor in 
any jewelry business, could be made the 
subject of a separate and exhaustive 
study. The same may be said of the 
knowledge of watches and clocks, while 
the silverware branch is an important 
element, divided into sterling and plated 
departments. Then again, there are the 
numerous other commodities of precious 
metal made for personal adornment, 
which are an essential part of the jewel- 
ry industry. I mention these various 
ramifications to give you the general 
commercial phase of this business, a 
phase which embraces the industry in 
its broadest sense with requirements for 
personal success no different than that 
of any other business. Success in the 
jewelry business cannot be had any 
easier than in the coal business, the 
hardware business, or the bonding busi- 
ness, and success in none of these can 
be had without close application to one’s 
work, without constantly seeking to 
learn more about that particular busi- 
ness, and without that self determination 
which helps one reach his goal. What- 
soever one’s calling, one must remember 
that the chief requisites to success are 
those virtues which are often neglected 
as being out of date, accuracy, thorough- 
ness, competency, reliability, and above 
all, the ability to accept responsibility 
and to develop under it. 

The jewelry business offers a great 
field for one with artistic ability or who 
is technically inclined. In these days 
when the jewelers art represents an ex- 
pression of the finest of skilled crafts- 
manship, nothing is so much desired as 
originality in designing fine jewelry, and 
artistically combining the valuable gold 
and platinum metals with precious gems 
into articles of personal adornment. 
The young man, who feels that he has 
the ability to create and design, will find 
that this craft offers considerable op- 
portunity for developing this creative 
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ability. But the work is not ended with 
the design, for the execution of the de- 
sign into the materia! object must follow. 
Here again, a skilled and trained hand 
is required. Taking an ordinary strip 
of metal to which there is nothing more 
than a mere intrinsic value, and working 
up from this metal a delicate object of 
art, requires a certain deftness of hand, 
for which every individual is not fitted. 

The young man desiring to take up 
this field of endeavor must devote a 
considerable length of time to an appren- 
ticeship, for which he can only be fitted 
provided he possesses the qualities of 
patience and perseverance, which are so 
essential to perfecting one’s skill in the 
art of making artistic jewelry by hand. 








National Credit Jewelers Plan for 
Convention in Chicago Next Year 


PHILADELPHIA, June 5.—J. Frank 
Newman, executive secretary of the Na- 
tional Association of Credit Jewelers, 
has returned from a visit to Chicago 
where he mapped out preliminary plans 
for the 1931 convention and exhibition 
in conjunction with the Chicago group. 
Convention dates have been set for 
March 16, 17 and 18, but the place has 
not been fully decided. Even with this 
matter unsettled, Mr. Newman brought 
back to the executive headquarters of 
the association here many reservations 
for space by exhibitors. 


Many of the largest watch manufac- 
turing and silver firms in the country 
have reserved booths. Plans do not pro- 
vide for more than the customary ex- 
hibition space, the association officials 
not being as anxious for a larger exhibi- 
tion as they are for a truly representa- 
tive one. 

Plans for the convention and exhibi- 
tion are in the hands of a committee 
in Chicago headed by Charles F. Baum- 
rucker. He is also in charge of arrange- 
ments for the banquet. 
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London Diamond Prices Remain Firm 





Syndicate Will Make No Concessions Despite Fact Demand Is Below Normal—Four Alleged 
Jewelry Store Robbers Arrested on Girl’s Confession—Queen Wears Emeralds at Third Court 
—Pink Gems Are the Mode, Says Countess Pahlen 


LONDON, June 7.—There is no likeli- 
hood of any reduction in the prices of 
diamonds despite the fact that the de- 
mand in Europe still is well below nor- 
mal. The Diamond Syndicate is making 
no concessions whatever. 
Strauss, the Holborn Viaduct gem mer- 
chants, say that while the start of the 
London season has not been marked by 
any considerable sale of important 
jewelry pieces signs are not lacking of 
some renewal of activity among the 
manufacturing jewelers, with the main- 
tenance of business in cheaper grade 
mélée, smalls and fancy shapes. “In 
Antwerp and Amsterdam,” said a mem- 
ber of the firm, “there has been an in- 
flux of American and other buyers who 
have taken some of the surplus from 
the market; in fact, in certain classes of 
goods, there is an insufficiency for pres- 
ent requirements. The rough market is, 
to a considerable extent, quiescent, 
owing to the policy of the Syndicate in 
refusing to consider any concession 
whatsoever to prospective purchasers. 
There can therefore be no question of 
any reduction in the price of the polished 
article, and, in fact, as soon as a normal 
demand for goods obtains we shall be 
faced, once again, with a general stif- 
fening up of prices all around.” 

* * * 

Miss Lily Elsie, as “Britannia,” sat on 
a throne wearing $500,000 worth of 
jewels at the Empire Ball held recently 
in the Albert Hall at which the Prince 
of Wales was the principal guest. The 
Prince dined at Buckingham Palace and 
appeared at the Hall at midnight. The 
ball was in aid of the British Legion, 
and 5000 dancers, including the leading 
Society women of the metropolis, 
thronged the floor. Detectives in evening 
dress mingled with the guests and kept 
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By JACK BROOKS 


a close watch on “Britannia’s” jewels, 
loaned for the occasion. 


* 


A sequel to the Mappin & Webb raid 
in which a $10,000 pad of rings was 
stolen from the Oxford St. premises 
recently was recorded at the Old Bailey 
this week when a girl described a plot to 
steal some gemmed chalices from a west- 
end jewelry establishment. The chalices 
were referred to as “Russian crown 
jewels” by the witness. Four men were 
charged with conspiracy to steal and re- 
ceive. The girl said she made the ac- 
quaintance of one of the men and over- 
heard him and his companions detailing 
a plan whereby they could get the “Rus- 
sian crown jewels” displayed in the 
West London shop. She also heard them 
planning the Mappin & Webb raid, she 
said. They were to wear horn-rimmed 
smoked glasses and felt hats, and one 
was to shave off his moustache. Later, 
she said, she saw in the kitchen 23 dia- 
mond rings and tried some of them on. 
She denied she rendered any assistance 
in the Mappin & Webb raid, or that she 
was testifying wrongly because she had 
fallen out with the prisoners. The gold 
chalices referred to are exceptionally fine 
pieces of craftsmanship, one being 
studded with diamonds and the other 
with diamonds and rubies. 


* * * 


The Prince of Wales escorted his 
mother to the Throne Room at the third 
Court of the season last week at which 
800 presentations were made. The Queen 
had chosen emeralds as her principal 
gem apart from the jewels which com- 
pose the royal regalia. The beautifully 


carved Indian emerald presented to the 
Queen on her last Indian tour with her 
husband was worn pendant form. Her 


Court train of Indian cloth of gold was 
richly decorated with semi-precious 
stones. Her gown was of golden hue. 
Court pink and silver predominated 
among the gown colorings of the assem- 
bly, and pearls were seen everywhere. 
The younger debutantes wore ivory and 
white tulle frocks embroidered with 
crystal, silver and diamanteé. 
ok * ok 


According to the Daily Mirror, Countess 
Pahlen is very busy these days making 
bandeaux and small tiaras of the artifi- 
cial pearls and diamonds specially cut 
and molded for her in Paris. It seems 
that the advent of the more formal 
evening frock has popularized the head- 
dress. Even at the Courts, people did 
not hesitate to wear artificial jewels. 
Countess Pahlen says that pink gems 
are the mode this summer owing to the 
universal use of the peach colored satin 
frock. Necklaces and bracelets worn 
with these frocks contain pink diamonds 
and topaz. The countess recently made 
the Duchess of York a little hip orna- 


ment of mock diamonds and sapphires. 
* * * 


The Court of Appeals last week up- 
held the decision of a lower court in the 
compensation application brought by a 
gem merchant of London against the 
Crown in connection with the loss of 
$300,000 worth of jewelry notes en- 
trusted to the care of the British consul 
in Petrograd at the time of the Russian 
revolution. The lower court had decided 
that the Indemnity Act of 1920, put for- 
ward by the defense in resistance of the 
claim, rendered it void. This Act made 
it incumbent on an applicant with a com- 
pensation claim to notify the Attorney- 
General of impending litigation, which 
the jeweler failed to do. 
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Must Not Use Word “Silver” to 
Describe White Metal 


WASHINGTON, D. C., June 5.—A cor- 
poration manufacturing products com- 
posed of so-called ‘nickel silver” and 
nickel alloys has signed a stipulation 
with the Federal Trade Commission to 
stop the use in advertisements and on 
letterheads of the word “silver” in a 
manner indicating that the product so 
designated is made in whole or in part 
of silver, and from the use of the word 





“silver” in any way that may deceive 
the public into believing that such prod- 
uct is made in whole or in part of silver, 
when such is not the fact. 


. = @ 


Drawback Allowed on Fine Jewelry 
Exported 


WASHINGTON, D. C., June 5.—F. X. A. 
Eole, Commissioner of Customs, has 
notified the Collector of Customs at New 
York City of the allowance of drawback 
on jewelry manufactured by William 
Scheer, Inc., of New York City, with 
the use of imported pearls and precious 
stones for the trade in general. 

It is provided by the Treasury Depart- 
ment that “records of identification and 
manufacture shall be kept in the manner 
described in the sworn statement of the 
firms.” 

It is further provided that “the 
records shall show, as to each item of 
jewelry manufactured for exportation 
with benefit of drawback the inclusive 
dates of manufacture, a complete descrip- 
tion of the imported pearls or precious 
stones concerned and of the article of 
jewelry manufactured therefrom, full 
details as to manufacture, and the name 
of the individual or firm for whose ac- 
count the work is done. 

“The drawback allowance shall not 
exceed the duty paid, less one percentum 
thereof, on the imported pearls and 
Precious stones appearing in the ex- 
Ported articles, as shown by the sworn 
abstract of the manufacturing records. 
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“Individuals or firms desiring to ob- 
tain drawback on jewelry manufactured 
for their account under these regulations 
will be required to file the timely ap- 


plications prescribed in the Customs 
Regulations, and to submit sworn state- 
ments as heretofore. The payment of 
drawback on such jewelry will be con- 
tingent upon the issuance of an author- 
ization by the Bureau after investiga- 
tion in each case; also upon a full 
compliance with all the regulations here- 
tofore prescribed in such cases. This 
regulation does not cover manufacturers 
of jewelry by the above firm for its own 
account.” 
* * * 


Federal Trade Commission Changes 
Procedure of Trade Practice Rules 


WASHINGTON, D. C., June 9.—The Fed- 
eral Trade Commission has just changed 
its procedure in connection with trade 
practice conferences, it is learned. No 
official statement has been made public 
on the change. 

Up to the present time after a trade 
practice conference has been held the 
resulting rules are laid out before the 
Commission for its action. This means 
that they are slashed and stricken out 
wherever the Commission wants to make 
changes and they are then promulgated. 
Under the new procedure, just adopted, 
after the Commission has done this slash- 
ing it sends the new rules confidentially 
to the trade and gives it thirty days in 
which to make suggestions if it desires, 
at the end of which time the rules are 
promulgated. This means that the in- 
dustry affected has a much better chance 
for fair play than it has had and the 
new method is a vast improvement over 
the old. The new procedure is effective 
at once. 

* * ok 


Chain Stores Versus Independent 
Stores 


WASHINGTON, D. C., June 9.—The 
claim that practically any set of chain 
store costs, covering any system of ser- 
vice, can be matched or even beaten by 
independent stores operating in a similar 
way and giving the same service is put 
forward in the brochure on chain stores 
just issued by the Chamber of Commerce 
of the United States. 

Elements of chain store or indepen- 
dent success are summarized as conven- 
ient location, suitable building, clean at- 


By L. M. Lamm, Washington, D. C., Correspondent 


tractive display, effective use of public- 
ity, efficient and courteous employees, 
specialization in goods and services, de- 
tailed accounting and scientific buying. 


* * * 


Production Shows Gain of One Per 
Cent in April 


WASHINGTON, D. C., June 5.—Manu- 
facturing production in April, after ad- 
justments for seasonal variations showed 
a gain of one per cent over the preceding 





month but was considerably below the 
same period a year ago according to the 
weighted index of the Federal Reserve 
Board. 

The general index of commodity stocks 
held at the end of April, while below the 
level of those held at the end of March, 
was 5 per cent greater than a year ago, 
due mainly to the holdings of raw mate- 
rials. The index of stocks of finished 
goods in the hands of manufacturers 
showed increases in March and April of 
last year. 








Jewelers’ Gold Bars Withdrawn and 
Exchanged at New York 
Week Ended June 7, 1930. 
The U. S. Assay Office reports: 


Gold bars exchanged for gold 


UM ie Waa wainnn nee abe Seca $498,521.60 
Gold bars paid depositors..... 29,129.24 
65s bce sc redewsans $527,650.84 


Of this, gold bars exchanged for gold 
coins are reported as follows: 


Exchange 
$264,490.28 
40,519.80 
50,024.22 
46,138.92 
82,087.18 
Pitas dactacewaes aaa 15,261.20 


$498,521.60 








A charter of incorporation has been 
granted to Silvey’s, Waukegan, Ill. The 
capital is listed at $25,000 and the in- 
corporators are Isaac Silverstein Clara 
Silverstein and Stanley Shaft. 
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United States Customs Court Rulings 


Decisions as to Duty on “Rhinestone Jewels” and “‘Jewel Stones,” Paste Back Jewels, Imitation 


Solid Pearls and Bead Necklaces 


HE vacation period for the federal 

courts is approaching and this in- 
dudes the United States Customs Court 
at New York. Activities before this 
tribunal, with the exception of reap- 
praisement cases, involving questions of 
valuation, will be suspended during July 
and August. The United States Court of 
Customs and Patent Appeals, in Wash- 
ington, has adjourned until fall, so that 
there will be few important rulings dur- 
ing the summer months. 

If the proposed new tariff bill is 
passed and is signed by President Hoov- 
er—and at this writing there is the pos- 
sibility that the bill will not pass—the 
way will be opened up next fall and 
winter for the filing of many new cases 
under the changed provisions. 


Recent Rulings 


“RHINESTONE JEWELS” AND “JEWEL 
STONES” 


Merchandise, described as “rhinestone 
jewels” and “jewel stones,” consisting of 
small round button-like articles, varying 
in size from about one-quarter to one- 
half inch in diameter, composed of clear 
and colored glass or paste, was the sub- 
ject of a test case which the United 
States Customs Court, at New York, has 
just determined in favor of the National 
Bead Co. The court reverses the col- 
lector’s assessment of duty at 35 per cent 
ad valorem, under Par. 1403, Tariff Act 
of 1922, and fixes duty at 20 per cent ad 
valorem, under Par. 1429, as imitation 
Precious stones. It was testified at the 
trial of the case that these items are 
ued in the manufacture of ornaments 
and trimmings and also for jewelry pur- 
poses, 


PASTE BACK JEWELS 


Sustaining a protest of Friedman & 
Co. of New York, the United States 
Customs finds that certain imported 





By Frank VAN LEER, Jr. 


paste back jewels, taxed by the customs 
officers at 55 per cent, ad valorem, under 
Par. 218, Tariff Act of 1922, should have 
been assessed at only 20 per cent ad 
valorem, under Par. 1429 of the existing 
tariff law. 


MARCASITE STONES 


The Customs Court, at New York, con- 
tinues to render opinions on the classi- 
fication of marcasite stones. In a de- 
cision, granting an import claim of the 
S. H. Pomerance Co., Inc., the Customs 
Court finds that real marcasites, com- 
posed of mineral substances, decorated, 
taxed by the Government, upon entry, at 
40 per cent, ad valorem, under Par. 214, 
Tariff Act of 1922, should have been sub- 
jected to duty at but 20 per cent, ad 
valorem, under Par. 1429. Similar de- 
cisions by the court sustain protests of 
H. W. Robinson & Co. and L. Heller & 
Son, Inc., both of New York. 


STONES “To MAKE Up JEWELRY” 


A. Smith Son Co., New York, was the 
plaintiff in a case, just decided by the 
Customs Court, involving the classifica- 
tion of faceted glass stones, used, ac- 
cording to testimony introduced at the 
trial of the issue, for setting purposes 
in jewelry, or “to make up jewelry.” In 
a rather lengthy opinion, setting forth 
the testimony introduced by the import- 
ers, the court finds that these stones 





should have been assessed with duty as 
imitation precious or semiprecious stones, 
faceted, at 20 per cent, ad valorem, un- 
der Par. 1429, Act of 1922, rather than 
at the rate of 35 per cent ad valorem, 
under the first part of paragraph 1403 
of the existing law. 

Certain semiprecious stones, imported 
by the W. X. Huber Co. of Los Angeles, 
and taxed by the customs authorities at 
50 per cent ad valorem, under Par. 233, 
Act of 1922, are held by the Court to be 
dutiable at 20 per cent, under Par. 1429. 


RusBY JEWELS 


Two classes of merchandise were in- 
volved in a case submitted to the Cus- 
toms Court by the Rex Importing Co., 
New York. The first, an item composed 
of glass, painted on the bottom with a 
design, resembling a white rose with 
stem and green leaves, on a red ground, 
was assessed by the collector at 60 per 
cent ad valorem, under Par. 1429, Tariff 
Act of 1922. As to this item, the court 
reduces the rate to 45 per cent, under 
Par. 1411. 


The other merchandise, in question, in- 
voiced as ruby jewels, was classified by 
the customs appraising officers as a 
manufacture of colored glass, dutiable at 
55 per cent ad valorem, under Par. 218, 
Act of 1922. The importers contended 
for duty at 20 per cent ad valorem, un- 
der Par. 1429, as imitation precious 
stones, faceted. After reviewing the evi- 
dence at some length, Judge Sullivan 
points out that the testimony as to this 
merchandise merely indicated that it re- 
sembled a ruby in color. It is further 
pointed out by the court that color alone 
is not sufficient resemblance to justify 
classification of merchandise as imita- 
tion precious or semiprecious stones. The 
protest as to the so-called “ruby jewels” 
is overruled and the collector’s assess- 
ment at 55 per cent ad valorem affirmed. 
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(iL. Cohen & Sons, New York, have 
Ywyst obtained a ruling from the court 
Wowering the duty on imitation precious 
‘stones, faceted, from 45 per cent, under 
“Par. 1403, to 20 per cent, under Par. 
4429, Tariff Act of 1922. 


IMITATION SOLID PEARLS 


" Merchandise, imported by the Leonard 
levin Co., New York, was classified by 
the customs officers as imitation solid 

rls and duty exacted at the rate of 
60 per cent ad valorem, under Par. 1429, 
Act of 1922. A sample was received in 
evidence and the Government conceded 
“hat the stones are imitation precious 
or semiprecious stones cut or faceted.” 
Accordingly, the court fixes duty, as 
daimed, at 20 per cent ad valorem, un- 
der Par. 1429, Act of 1922. 

The question involved in a case pre- 
sented before the court in the name of 
the Oval Mfg. Co., New York, was 
whether certain imported imitation 
semiprecious stones were faceted or not. 
Samples of half-a-dozen varieties, round 
or oval, with flat backs and convex sur- 
faces, were proven at the trial. The Gov- 
‘ernment had the case adjourned for a 
‘month but the issue was finally sub- 

"mitted without the introduction of fur- 
‘ther testimony. The court reaches the 
‘eonclusion that the importer’s protest, 
‘daiming duty at 20 per cent, under Par. 
“1429, rather than at 60 per cent, under 
‘the same paragraph, should be granted. 


BEAD NECKLACES 


’ Merchandise, imported by the Nation- 
‘al Bead Co., and made the subject of a 
‘test case before the Customs Court, was 
“invoiced as “Beads strings temporarily 
“strung without clasps.” Across this de- 
“xription, the customs examiner stamped 
‘the notation: “Jewelry commonly so 
“known 80 per cent, Par. 1428.” The cus- 
‘toms appraiser described the merchan- 
‘dise as “finished necklaces composed of 
“beads, valued at over 20 cents per dozen 
Pieces.” The court finds that duty was 
‘correctly imposed at 80 per cent, under 
Par. 1428, and numerous claims, for a 


_ lower duty, are set aside as being with- 


out merit. Judge Sullivan writes the 


> opinion. 








Sports Figure in Men’s Jewelry 


F there is a man who hasn’t a favorite 
"4 sport nowadays, he should promptly 
‘adopt one if only to express his prefer- 
Pence in his jewelry. The new clips for 
this summer’s ties, for instance, run 
Almost entirely to sports motifs—to tiny 
@eroplanes in gold or crystal, to tennis 
quets and golf clubs, to motor cars 
and yachts. 

Then there are whole sets of hand- 
Painted crystals, including collar pins, tie 
itlips, cuff buttons and belt buckles and 
‘bill clips, which feature the same sports. 
These English crystals used to be popu- 
Jar years ago, and just lately they have 
/ijoyed a great revival among well- 
dressed New York business men. The 


‘design is carved into and painted on the 


ck of a small rock crystal ball, so that 
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the effect is one of looking at an English 
colored print through glass. Golfers 
like the new desk lighters in the form of 
crystal golf balls. 








Eduard Van Dam (Inc.) Exhibits Old 
and New Diamond Cutting MIlls 
at World’s Fair in Antwerp 

The photograph shown herewith is a 
section where Eduard Van Dam is giv- 
ing an exhibition at the world’s fair in 
Antwerp, Belgium. 

On the right is an old fashioned dia- 
mond cutting mill and on the left is the 
modern type. It will be noted that the 
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ture, those events have not been impaired 
by recent events. The services of trans- 
portation and communication and our 
banking facilities have attained their 
highest point of efficiency giving us 
sound reason for encouragement with 
regard to the future.” 








Jewelers’ Twenty-four Karat Club to 
Hold Outing De Luxe 


The annual summer outing of the 
Jewelers 24 Karat Club of New York, 
which will be held this year on June 18, 
will differ greatly from previous outings 
inasmuch that instead of the shore 





EXHIBIT OF EDUARD VAN DAM (INC.) AT ANTWERP WORLD'S FAIR 


wheel is turned by hand. It shows the 
sharp contrast with the machines used 
today. 

Henri Van Dam, president of the firm 
of Eduard Van Dan, is vice-president of 
this fair. 








Los Angeles Convention of National 
Foreign Trade Council Largest 
in Ten Years 


Los ANGELES, CAL, June 5.—The 
largest convention the National Foreign 
Trade Council has held for the last 10 
years met recently at Los Angeles with 
an attendance of 2170 delegates from 31 
States and 20,foreign countries and with 
a well balanced representation of all the 
foreign trade industries of the United 
States. The convention was enthusias- 
tically received in the far west and its 
confidence in the future of American 
foreign trade was heartily reciprocated 
in the participation of the major indus- 
tries of the Pacific Coast. 

The consensus of opinion by the many 
hundreds of foreign trade firms repre- 
sented was expressed in the final dec- 
laration adopted at the closing session, 
which stressed the point that “in pre- 
cisely those lines which are directly re- 
sponsive to merchandising skill and 
enterprise, notably in finished manufac- 


dinner the members will have a field 
day and golf tournament with incidental 
games. What is more, the outing this 
year will be for members only, whereas 
at former outings a large number of 
guests were entertained. 

The outing will be held at the Sun- 
ningdale Country Club at Scarsdale, 
N. Y. Many of the members will go by 
auto, but for those who do not, Royal 
Blue Line buses have been engaged to 
take them directly to the club. These 
buses will leave the Hotel McAlpin, 
Broadway and 33rd St. at 9 a. m. Golf 
will start on the club grounds at 10 a. m. 
and sandwiches and other refreshments 
will be served at the 10th hole. For 
those who do not play golf there will 
be quoits and other games and prizes 
will be awarded for the games and other 
contests. An elaborate lunch will be 
served at 2.30 in the afternoon. 

Charlie Sommers, vice-president of 
the club and chairman of the outing 
committee, asks for immediate response 
of members who will attend. Those who 
play golf are asked to notify him, giving 
their regular handicap. 








Enlargement of the quarters of the 
Berglund Jewelry Co., Bemidji, Minn., 
is under way in the Battles building of 
that town. 
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DESIRABLE SPACE FOR RENT 


Very desirable location ready for 
immediate occupancy, may be had now in 
THE JEWELERS’ BUILDING : 14 WEST 46th STREET 


IN THE HEART OF THE UPTOWN NEW YORK JEWELRY CENTER 
Small or large units with full North Daylight 


For particulars apply to: 


SIGLEY REALTY COMPANY 


35 West 47th Street New York, N. Y. 
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Officers Elected 





Members of Chicago Jewelers’ Association 
Hold Business Meeting Following 
Golf Tournament 


CHicaGo, June 6.—A hearty and en- 
thusiastic endorsement of Harry Radix, 
president and his associate officers was 
given by the members of the Chicago 
Jewelers’ Association at a meeting held 
last night at the Bunker Hill Country 
Club after an all-day golf outing. 

Reelected with Mr. Radix were A. C. 
Becken, Jr. as vice-president and Louis 
G. Buss, secretary-treasurer. The four 
directors elected to serve two years are: 
Charles Ellbogen, Earl E. Marshall, Ar- 
thur E. Manheimer and R. C. Rettig. 

The election was the first order of 
business following a most delightful din- 
ner served in the main dining room of 
this beautiful club. The entertainment 
committee provided an excellent enter- 
tainment during dinner consisting of or- 
chestra, music, songs, dances and nov- 
elty numbers. 

Just before the officers were elected 
President Radix talked about the work 
dohe by the Chicago Jewelers’ Associa- 
tion during the year, and made recom- 
mendations for the coming year. He 
thanked the various committees for their 
good work and praised the spirit of good- 
fellowship that has prevailed throughout 
the year in all their work. He mentioned 
particularly the work of William Sch- 
lossman, chairman of the Good and Wel- 
fare Committee, H. Paul Juergens, of 
the Social Relations Committee and 
Louis Goldman, assistant secretary. 

In closing President Radix told of the 
efficient work of Gordon Petersen on the 
golf committee and asked Mr. Petersen 
to take charge of the meeting and an- 
nounce the winners of the day’s events. 
Mr. Petersen stated that it would be 
necessary for each announced winner to 
do a stunt, dance, sing a song or tell a 
story. His modesty prompted him to ask 
Secretary Goldman to announce the win- 
ner of the main event, blind bogey. When 
Mr. Goldman made the announcement 
Mr. Petersen proceeded to sing a song 
and then pick his prize. With Frank 
Moran at the piano each in turn did a 
stunt, with the honor of the evening 
going to J. C. Petersen, who did a buck 
and wing dance. 

The events and winners of the day 
were as follows: Low gross, Class A, 
“Tom” McMahon, 76; low net, Class B, 
A. C. Becken, Jr., 78; low net, Class C, 
J. M. Braude, 70; low net, Class D, J. C, 
Petersen, 81; low net, Class A, Harry 
Radix, 71; second low net, Class B, J. 
M. Kucera, 79; second low net, Class C, 
Abraham Braude, 72; second low net, 
Class D, Bert Merrill, 85; second low 
net, Class A, M. J. Kelly, 74; third low 
het, Class B, G. V. Dickinson, 80; third 
low net, Class C, R. S. Hurlburt, 76; 
third low net, Class D, Louis Goldman, 
86; best score, holes 1-6-11-13, T. J. Mont- 
gomery, 19; best score holes 4-9-10-18, 
erner Von Buello, 14; guest low gross, 
Frank M. Wilcox, 78; guest low net, R. 
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B. Laphon, 72; guest blind bogey, Mar- 
tin Topaz. 

In addition to these events the qualify- 
ing rounds for the President’s Cup and 
the Bartley J. Doyle Trophy were played 
and the score of some player made will 
go toward the season’s average low net 
for which THE JEWELERS CIRCULAR 
trophy will be given at the close of the 
season. 

Those who qualified for the President’s 
Cup are: Abraham Braude, “Tom” Mc- 
Mahon, Harry Radix, Howard Schaeffer, 
M. J. Kelly, Ben Braude, R. S. Hurlburt 
and Francis Healy. Those qualifying 
for the Doyle Trophy are: “Tom” Mc- 
Mahon, Harry Radix, Gordon Petersen, 
M. J. Kelly, Ben Furman, Charles Mar- 


PRESIDENT 


HARRY RADIX, 


shall, Mead Montgomery and A. C. 
Becken, Jr. 

The attendance at this, the first golf 
outing of the year was excellent. Many 
played nine or 18 holes in the morning. 
After a well assorted buffet luncheon 
was served the official play for the prizes 
started and more than 50 teed off. Until 
about 3.30 o’clock in the afternoon the 
day was ideal for golf. At that time 
showers came and from then until the 
last foursome returned to the club house 
it varied from showers to downpours 
and it was a drenched crowd that gath- 
ered in the lockers to play over the bad 
shots and offer alibis. 








Frank C. Bayer, jeweler, York, Pa., 
recently moved his offices from 9 S. 
George St., to the second floor of 17-19 
W. Market St., of the same city. He 
has in his new quarters nearly three 
times the space that was available in his 
old establishment. 
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Jewelers Play Golf 





Members of Manufacturing Jewelers’ Gol} 
Association Hold Tournament on 


Rhode Island Country Club Links 


PROVIDENCE, R. I., June 7.—Eighty-six 
members of the Manufacturing Jewelers’ 
Golf Association competed for honors 
last Tuesday on the links of the Rhode 
Island Country Club at Nayatt. The day 
was an ideal one for the game but most 
of the players found the Nayatt links 
difficult to score on as only D. E. Parte- 
low, H. D. Baker, Jr. and Ceda St. 
Pierre of the entire field managed to 
score under 90. 

Scoring an excellent 36 on the second 
nine after playing mediocre golf on the 
first half of his journey enabled H. D. 
Baker, Jr., of Attleboro, to take first 
gross prize in Class A of the annual 
spring tournament of the association. A 
few bad drives on the first nine sent 
Baker’s score for these holes up to 44. 

The first net prize in Class A went to. 
D. E. Partelow, who scored an 85 and 
this coupled with his 16 handicap gave 
him a 69 net. J. A. Reese had the second 
best net with a card of 90-12-78 while 
four of the golfers, Frederick W. 
Schwinn, Samuel A. Hamin, William J. 
Gow and R. G. Humphreys, were tied for 
third net. A draw was made and the 
two latter were the lucky ones, Hum- 
phreys taking the third net and Gow the 
fourth. 

No one of the Class B entries was 
able to break 100 and F. B. Brigham 
took the first gross prize with 102. First 
net in this division went to G. S. Hutch- 
ins, whose card read 1004-26-78. F. E. 
Tappan took second net with an 81 while 
H. B. Whitaker and F. J. Ruggles were 
third and fourth net respectively. 

The winners in the guest division were 
J. A. Reese, who took the first gross 
prize with an even 90 while R. McDowell 
was the first net winner with a card of 
94-18-76. A side team competition for 
the Frost cup was won by the Attleboro 
representatives from the local squad. 
‘The 10 best scores turned in by the play- 
ers from each section were figured in 
this contest and the Atteboro team had 
a total of 941 to 964 by the Providence 
golfers. 

At 7.30 p. m. the annual banquet was 
served in the club house at which Presi- 
dent William J. Gow presided. During 
and following the dinner a troup of pro- 
fessional performers furnished enter- 
tainment, while solo, group and commun- 
ity singing enlivened the dinner. 








Orr L. Keith, for 40 years in the 
jewelry business at Iowa City, Iowa, has 
retired and his partner, George P. 
Hauser, is opening a new store at 205 E. 
Washington St. Mr. Keith, a native of 
Vinton, Iowa, was employed in the Elgin 
watch factory several years before en- 
gaging in business for himself. For 
several years he was in business in West 
Branch. Mr. Keith plans to devote his 
attention to his stock farm, three miles 
from Iowa City. 
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When in doubt... ¢ 


An unusual size of stone—an unusual shape—an unusual cutting . . . where to find it 
—in a hurry? A great many in the trade have learned where to call when in doubt. 

And—tbecause we have concentrated on stones for 33 years, because our stocks 
of genuine and synthetic stones are most complete, we have been able to satisfy 
calls for unusual stones—swiftly and capably. Try us on your next stone problem. 


S. NATHAN & CO. 


Incorporated 


71-73 Nassau Street, New York 


Diamonds Pearls Precious Stones 











Genuine Stones 











AND — Lest You Forget NATHAN “TRU-STONES” MAKE PERFECT BIRTHSTONES 











Genuine Pearls Cultured 


HEAD OFFICE: GINZA, TOKIO 


BRANCHES: 


OSAKA—AWAJI-MACHI NICHOME 
OSAKA—4 yo a yaa ul 
LONDON—I19 REG ST., W. I. 
PARIS—7-9 BOUL EVARD HAUSSMANN 
BOMBAY—BULLION EXCHANGE BLDG. 


PEARL CULTURE FARMS 


oeeaene BAY AND AGO yf MIYEKEN 
OMURA BAY, NAGASAKIKEN NANAO yt ae 
ISHIGAKIJIMA, RIUKIU, JAPAN PALAO | 





Illustrated Booklet on application 


Q Q 


The BUYERS’ DIRECTORY 


Price One Dollar 











The Jewelers Publishing Corp., 239 W. 39th St., New York 
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Exhibit Space at A. N. R. J. A. Convention 


FLOOR plan showing the space rn © 

A available for exhibition purposes 4 Y-) 3 
on the mezzanine floor of the Hotel Penn- 
sylvania, New York, was released last 
week by the American National Retail 
Jewelers Association. It is understood 
that many leading concerns have already 
made reservations to show their mer- 
chandise at the 25th annual convention 
of the national organization in New 
York from Sept. 15 to 19. 

The exhibits will be arranged in the 
grand ballroom and adjoining spaces. 
The convention session will be held in a 
huge hall on the same floor and adjacent 
to the exhibit halls. Members going to 
or coming from, convention sessions, will 
find themselves in the midst of exhibits 
when just outside the door of the con- 
vention hall. 

As usual Henry F. Stecher, vice-pres- 
ident of the A. N. R. J. A., will act as 
convention exhibit manager. All corre- 
spondence relative to space should be 
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sent to Charles T. Evans, secretary of = 
the national organization, 22 W. 48th 
St.. New York. e e p. 
— Despite the fact that the floor plan 
meet: and application blanks for space at the bh 
NES exhibit were sent out a little more than © be R| a AISLE 
a week ago, many concerns have made A nad 
mmm reservations. These concerns, with the 
ae space allotted are as follows: Interna- 2 
tional Silver Co., Space 1; J. R. Wood & 
eo Sons, 2; Waltham Watch Co., 12 and b 4 g 
14; Katz & Ogush, 13 and 15; Oneida 
Community, 17, 19 and 21; Seth Thomas 
Clock Co., 35 and 37; Morris S. Rosen- FLOOR PLAN SHOWING SPACE ALLOTTED FOR THE EXHIBITS 
e 33RD STREET SIDE 
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GENERAL VIEW OF MEZZANINE FLOOR OF THE PENNSYLVANIA HOTEL, WHERE THE CONVENTION AND EXHIBITS WILL 
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“Buy from the Cutters” 











GEMS 


Emeralds Catseyes 


Rubies Star Rubies 
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JUNE 9th, 1930 
----to be EXACT 


Copyright 1929 


The final draft of the 
new Tariff Bill was pre- 
sented to the Senate. 


Sapphires Star Sapphires 


Chinese Jade 


The bill is strongly opposed 
by Foreign interests who 
have made huge profits 
selling the products of cheap 
European labor in this 
country. 


Black Opals Aquamarines 
and other 


‘Precious Stones 
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Foreign interests would 
not oppose the bill if they 
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did not think it would 
cause their best customer, 
America, to buy more 
American goods. 


coed Voge l'on 


10 West 47"Street 
New York. 


AMERICAN GEM & PEARL Co. 


“Dealers . (utters . Importers 
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SIX WEST FORTY-EIGHTH STREET 
NEW YORK 
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HINESE GEMS Co 
DIRECT IMPORTERS 
CHINESE JADE—CARNELIAN 
AMETHYST-CORAL 
ROSE QUARTZ 
20 West 47th Street | New York 
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berg, 49, and Wolfsheim & Sachs, 50 
and 51. In addition the following con- 
cerns have made reservations but as yet 
the allotment of space has not been 
made: Helbros Watch Co., A. Wittnauer 
Co. and S. Langsdorf Co. 

As this will be the 25th annual con- 
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vance will receive their programs, 
tickets, badges, etc., by mail prior to the 
time of leaving for the convention so 
that on arrival they will be ready to 
enter into the convention features imme- 
diately. 

Each association of retailers and rep- 


























ane 
| 62 
| Ht 
even miin im BALL ROOM BALCONY val 
47.6) | 74 I 
73 65 
| 727 71 T 70 rf 69) 6s T ez a6 4 


SPACE AVAILABLE FOR EXHIBITS ON THE BALLROOM BALCONY 


vention of the association and due to the 
fact that it will be held in New York, a 
special effort is being made to make both 
the sessions and the jewelry show sur- 
pass anything the national organization 
has ever attempted. 

Representatives of many of the New 
York jewelers associations will act as 
a reception committee and will greet the 
visiting delegates as they reach the 
metropolis. 





A. N. R. J. A. Provides for Advance 
Registration of Delegates to Na- 
tional Convention in New York 


In response to requests of the Greater 
New York Jewelers’ Associations, the 
American National Retail Jewelers As- 
sociation has provided for the advance 
registration of delegates who will attend 
the 25th annual convention of the organ- 
ization to be held at the Hotel Pennsyl- 
vania from Sept. 15 to 19 inclusive. By 
this method the committee in charge of 
the national conclave hopes to eliminate 
a great deal of confusion at the regis- 
tration desk and to allow visiting dele- 
gates more time for attending business 
sessions and social functions. Registra- 
tion cards are now being sent to the 
trade. 

The registration fee for retailers and 
their families is $5 per person whereas 
the fee for wholesalers, manufacturers, 
importers and traveling representatives 
will be $10 each. This distinction was 
made at the suggestion of a number of 
representatives of the wholesale trade in 
order that some additional entertain- 
ment, other than the banquet, would be 
Possible especially for the ladies in at- 
tendance at the convention. There will 
be no subscription list circulated to raise 
special funds as the A. N. R. J. A. has 
—_ this idea of a registration 
ee, 

All those who have registered in ad- 


resentative organizations in the manu- 
facturing and wholesale trades will name 
representatives on the committees which 
will handle the details of the convention. 
Detailed announcement will be made 
from time to time concerning the pro- 
gram as it has been arranged. 
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Annual Outing Held by Cincinnati 
Wholesalers and Manufacturers 


CINCINNATI, June 7.—Members and 
guests of the Cincinnati Wholesale 
Jewelers’ and Manufacturers’ Associa- 
tion journeyed to Hoppe’s Island, Tues- 
day, where they enjoyed the annual out- 
door picnic of the organization. A few 
of the features of the day included a 
baseball game, aquatic stunts and the 
chicken dinner. 

A motorcade, led by Clarence Loeb, 
chairman of the entertainment commit- 
tee, left downtown in the morning and 
made its way through suburban Cincin- 
nati to Norwood and then out Montgom- 
ery Road to Foster’s Crossing where the 
picnic grounds are located. A _ buffet 
luncheon was spread for the guests im- 
mediately upon arrival. 

August Colvin, representative of the 
Waltham Watch Co. selected a baseball 
team which played against members of 
the Gruen Guild. Umpiring was done by 
McLean Reemelin, recording secretary of 
the association. 








The New York State Franchise Tax 
Returns are due July 1 and jewelers are 
reminded that a new law covering these 
returns goes into effect this year. These 
returns are more technical than the Fed- 
eral returns and for the small corpora- 
tion the amount is said to be larger. Any 
questions relating to State and Federal 
taxes will be answered through these 
columns by Harry Lefker of Harry Lef- 
ker & Co., 291 Broadway, New York. 


AT 






Manufacturers of School and College 
Jewelry to Hold Trade Practice 
Conference at Chicago 


WASHINGTON, D. C., June 5.—Manu- 
facturers of school, college and fra- 
ternity jewelry representing an annual 
business of $15,000,000 have been au- 
thorized to hold a trade practice confer- 
ence under the auspices of the Federal 
Trade Commission it has just been an- 
nounced. The conference will be held 
in Chicago at the La Salle Hotel on 
June 27, with Commissioner C. W. Hunt 
presiding. 

With a combined capitalization of 
close to $4,000,000, between 25 and 30 
manufacturers residing in different 
parts of the country will get together in 
an effort to devise ways of eliminating 
unfair methods of competition. 

Among specific practices that have 
been complained of by individual mem- 
bers of the industry are unethical sales 
methods such as the giving of gratuities 
to school officials or students or the 
giving of “honor plaques” to schools to 
aid in making sales. 

Among subjects listed for discussion 
at the meeting are: price discrimination, 
inducing breach of contract, misbrand- 
ing, fraud and misrepresentation and 
secret rebates. 

The industry deals in such articles as 
class rings and pins made of gold. 
Some are set in diamonds while some 
contain small pearls. A certain amount 
of engraved and printed stationery is 
sold directly by the manufacturer to the 
consumer. 








Chicago Credit Jewelers Elect Officers 
at Annual Meeting 


CHICAGO, June 9.—The annual meet- 
ing and election of officers of the Chi- 
cago Credit Jewelers’ Association was 
held last Monday evening. George Ap- 
pel, chairman of the nominating com- 
mittee, announced the following candi- 
dates for office, all of whom were elected 
to serve for the ensuing year: President, 
Charles F. Baumrucker; vice-president, 
William E. Renich, secretary, M. Ber- 
ger and treasurer, A. E. Newmark. The 
directors include: P. E. Van Valken- 
burgh, Clarence Olsen and Harry Iglow. 

Plans for the 1931 convention of the 
National association were discussed at 
length. A collection agency was also 
established to take care of delinquent 
accounts. 

There will be no meetings held during 
the summer months, and at the first fall 
meeting to take place in September, John 
Ballard, salesmanager for the Bulova 
Watch Co., will address the members. 
Jack L. Keenan, salesmanager for the 
Illinois Watch Co., will address the Octo- 
ber meeting. It is the intention of this 
association to have representatives from 
large manufacturers and wholesalers ad- 
dress the meetings during the fall and 
winter months. 








Theodore Moeller has moved from 
Dysart, Iowa, to Traer, Iowa. 
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--.just register once at 
THE NEW YORKER 
you will see 





BY Manhattan prepared to take The New Yorker 


as “just another hotel” and was amazed to find 





something decidedly different! 










For here is not just the largest hotel in the world’s 
largest city... here is a new and quite novel idea in hotel 
management...extremely hard to describe, because it is 





built around that indefinable thing called “service.” 


Amidst the cordial, comfortable atmosphere ...a 
friendly hospitality, refreshingly old-fashioned in spirit, 
strikingly modern in manner... The New Yorker idea of 
“individualized service” is creating a new and pleasant 
phase in contemporary hotel living. 














THE NEW YORKER has 2500 rooms .. . every 
one with tub and shower bath, Servidor, circulating 
ice-water. Four popular priced restaurants . . 
floor secretaries . . . located with immediate access 
to theatres, shops and business . .. direct tunnel 
connection to Pennsylvania Station . . . B. & O. 
Motor Coach connection . .. rates $3.50 a day 
and up. 85% of the rooms are $5 or less. Suites 
$11 a day and up. 





NEW YORKER 


RALPH HITZ, Managing Director HOTEL 
34th STREET at EIGHTH AVENUE, NEW YORK CITY 




















PEARLS - DIAMONDS 
COLORED STONES 


BOURDIER - GUIOT - LOVEGROVE 


45 RUE DE CHATEAUDUN 





AL 


Purchasing Agents for the 

Jewelry Trade have opened 

their centrally located office in 
Paris. 


Five Large Offices Perfect Light 


American Buyers will be made most 
welcome 

















“Strict commission business done only” 
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CIRCULAR 








49 


United States Court of Customs and Patent Appeals Holds That Famous Gem Is Dutiable at 20 - 
Per Cent—Importer Has Until Aug. 31 to File Petition for Rehearing 


WASHINGTON, D. C., June 9.—Brief 
telegraphic mention was made in last 
week’s issue of THE JEWELERS’ CIRCULAR 
of the important decision rendered by 
the United States Court of Customs and 
Patent Appeals in which the Nassak 
diamond was held dutiable at 20 per cent 
instead of being admitted free of duty 
as had formerly been done by the col- 
lector and the lower court. 

The court held in its decision that the 
famous diamond was undoubtedly an 
antique but that it did not come within 
the meaning of the words “artistic an- 
tiquities.”” 

“If this diamond, cut in the ordinary 
way, is to be treated as artistic, where 
shall we say the line of demarcation is 
between dutiable cut diamonds and free, 
artistically cut diamonds, having in 
mind, of course, diamonds which have 
ben produced more than 100 years prior 
to importation,” says the court in its 
decision. “Certainly not in the size of 
the stone,” the decision continues, “for 
the law has made no distinction. Cer- 
tainly not in the beauty of the stone, for 
the law has made no such distinction. 

“It is very evident,” the decision con- 
tinues, “from a consideration of Par. 
1708, that by the term ‘artistic anti- 
quities,’ the Congress had in mind some- 
thing more than the mere ordinary work 
dian artisan. . . . Something more is 
required to make an antiquity artistic, 
uder this paragraph, than mere me- 
chanical skill.” 





The decision issued last week at 
Washington, D. C., by the United States 
Court of Customs and Patent Appeals 
fixing a duty of 20 per cent on the fa- 
mous Nassak diamond thereby over- 
tiling the contention of the importer 
that it should be allowed free entry into 
this country as an antique, has aroused 
keen interest in the trade. Since the 
decision was rendered on June 4, E. F. 
Bandler acting for M. Mauboussin, 
jeweler of New York and Paris, the im- 
porter has been granted a motion allow- 
ing him until Aug. 31, to petition for a 
whearing of the case. 

Opposition to the free entry of the 
Nassak diamond was made by the Amer- 
kan Jewelers Protective Association 
Vhich organization instituted suit 
through one of its members, Mayers, 
Osterwald & Muhlfeld, Inc., New York. 

gem weighing 78% carats upon 
ing brought into this country was 
tassified by the government as an 
“‘atistic antiquity” and as such was ad- 
mitted duty free under Par. 1708 of the 
Tariff Act of 1922. The New York con- 
tn on behalf of the American Jewelers 
tective Association protested this 








classification and after extensive hear- 
ings the United States Customs Court 
in New York upheld the importer. The 
case was carried to Washington, D. C., 
where the United States Court of Cus- 
toms and Patent Appeals overruled the 
contentions of the importer and the gov- 
ernment last week. 

Addison §S. Pratt, general counsel for 
the American Jewelers Protective As- 
sociation, on being interviewed, stated 
that the opinion of the United States 
Court of Customs and Patent Appeals in 
the Nassak diamond case decided two. 
points, one of very great interest to 
the entire jewelry trade and the other 
of interest to all American manufactur- 
ers or producers. 

“The United States Treasury Depart- 
ment, by special direction to the Col- 
lector of Customs at New York,” said 
Mr. Pratt, “directed that the Nassak 
diamond should be allowed importation 
free of duty as an ‘artistic antiquity’ 
and the United States Customs Court, 
upon considering the protest against 
such action filed by Mayers, Osterwald 
& Muhlfeld, Inc., an American whole- 
saler of diamonds and precious stones, 
upheld the position taken by the Treas- 
ury Department. The result of this 
holding, if it had been affirmed by the 
United States Court of Customs and 
Patent Appeals, would have been that 
all precious stones, cut and unset and 
suitable for use in the manufacture of 
jewelry, would have been entitled to free 
importation upon proof that they had 
been in the condition in which imported 
more than 100 years, ie., upon proof 
that they had not been recut within 100 
years prior to importation. 

“There are probably thousands of such 
stones as to which such proof could be 
furnished. The result would be decided- 
ly unfair competition between such 
stones and stones cut within 100 years, 
although in other respects they would be 
entirely alike. The decision of the Court 
of Customs and Patent Appeals, how- 
ever, holds that no unset precious stone, 
no matter how ‘skillfully cut and no 
matter how beautiful it may be, can be 
considered as artistic within the mean- 
ing of the Tariff Law. In other words, 
if the stone is cut in the routine manner, 
no matter how skillful the cutter may be, 
the product is not artistic. It can only 
become artistic when it is cut in some 
unusual manner and also in such a 
manner as to embody in the finished 
product the mental conception or the 
esthetic idea of the cutter. This would 
bring within the classification of artistic 
antiquities carved emeralds or other 
precious stones, for example. 

“The other point decided was that any 
American manufacturer, producer or 





wholesaler may, by following the steps 
outlined in the statute, file a protest 
within 60 days after liquidation against 
the classification of any importation of 
merchandise of the kind manufactured, 
produced or sold by him, entirely regard- 
less of whether or not the result of the 
sustaining of his protest would be to con- 
siderably increase the amount of duty to 
be paid by the importer. In other words, ° 
the same right is given to an American 
manufacturer, producer or wholesaler to 
protest that is given to the Collector of 
Customs. This enables American manu- 
facturers who believe that imported 
competing merchandise is being sub- 
jected to a lower rate of duty than it 
should be and, therefore, is resulting in 
unfair competition to them, to bring the 
question before the Customs Court for 
decision, even though the Collector of 
Customs and the Treasury Department 
are of the opinion that the rate of. duty 
being collected is the correct one.” 

Meyer D. Rothschild, president of the 
American Jewelers Protective Associa- 
tion when seen by a representative of 
THE JEWELERS’ CIRCULAR would add 
nothing to this statement except to state 
that the action against the free entry 
of the gem was brought by the organ- 
ization through one of its members who 
generously allowed the use of its name. 

The findings of the United States 
Court of Customs and Patent Appeals 
are lengthy and for the most part go 
into the history of the litigation in- 
volving the Nassak diamond. The testi- 
mony of many witnesses is reviewed in 
the decision in which the court agreed 
that “the only question presented for 
our determination is whether the im- 
ported diamond is properly dutiable as 
a ‘diamond cut, but not set, and suitable 
for use in the manufacture of jewelry,’ 
or free as an artistic antiquity . 
produced more than 100 years prior to 
the date of importation.” It was con- 
ceded that the stone is a diamond and 
also an antiquity. Whether, however, 
the gem is artistic within the meaning 
of the statute was a question on which 
the court pondered. After taking into 
consideration the cutting of the stone, 
which the court contended was of the 
conventional style and then interpreting 
the law governing the importation of 
diamonds, the gem was found dutiable 
at 20 per cent. 








Fire which swept the entire building 
at 99 S. Pearl St., Albany, N. Y., dam- 
aged the Paul jewelry store occupying 
the main floor, to the extent of $25,000, 
according to Harris Paul, proprietor. 
Diamonds valued at $25,000 were pre- 
served in a fireproof vault. 
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Indictments Returned in $1,000,000 
Jewel Recovery 


Prisoners Taken in Raids Made Recently by New York Police 
Must Stand Trial—More Jewelry Identified 


The Federal Government was brought 
into the jewel thefts inquiry resulting 
from the arrest in New York recently 
of five men and a woman, when a jeweled 
platinum watch valued at about $400, in- 
cluded in the jewelry taken from one of 
the many safe deposit boxes of Robert 
C. Nelson, was identified as one of eight 
watches stolen from the mails in New- 


ers to its owner, Harry Reiger, Alden 
Manor, Pa. His apartment had been bur- 
glarized of the gems June 3. Nadel’s 


record, according to the police, shows 
that he has been arrested 20 times on 
charges ranging from disorderly con- 
duct to grand larceny. 

The allegations in the blanket indict- 
ment returned by the grand jury against 
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STILL REMAIN UNIDENTIFIED 


ark five years ago. The watch was picked 
out by a representative of Harry Blank 
& Co., jewelers, of Newark, N. J. 

Practically all of the jewelry discov- 
ered by the detectives in the raid at the 
Hotel Commodore May 26, has been iden- 
tified by private individuals, but the 
great bulk of the property found in the 
various safe deposit boxes of Robert C. 
Nelson remains unclaimed. One identi- 
fication among the goods taken from the 
safe deposit boxes was made by Nathan 
Hyman, jeweler of 36 W. 47th St., New 
York. He identified a platinum bracelet 
set with diamonds and other stones, as 
having been made by him for Carteaux, 
Inc., 31 N. State St., Chicago, in 1925. 
This concern sold it to Albert E. Cross 
of Wilmette, Ill., and it was stolen Sept. 
12, 1929. ‘The bracelet is valued at ap- 
proximately $3,000. 

Walter Bleiweiss, jeweler of 74 W. 
46th St., New York, has identified 36 
platinum wire rings worth $700 as being 
manufactured by his concern. These 
rings were among the goods found in 
Nelson’s safe deposit boxes, but how they 
were lost or stolen has not been ascer- 
tained by the authorities. 

Max Nadel, arrested June 4, when 
$7,000 worth of jewelry was taken from 
his safe deposit box in the Chelsea Ex- 
change Bank, New York, is not involved 
with the O’Connor-Rosen case, police as- 
serted last week. Richard Oliver, acting 
captain of detectives, who led the raid 
at the Commodore, arrested Nadel while 
leaving the bank. By markings, much 


of the jewelry was traced through jewel- 





the four men and the woman arrested in 
the Commodore raid relate to a $40,000 
ring and $60,000 worth of other gems 


stolen last February from the suite in 
the Hotel Ambassador at Palm Beach 


occupied by Mrs. Hortense Herman, of 


470 West End Ave., New York. Mrs. 
Herman identified her gems last week 
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nellan in the Court of General Sessions, 
Later the court fixed bail at $25,000 each 
for O’Connor, Rosen and Mrs. Carter. 

The case of Robert C. Nelson, Sheeps. 
head Bay bookmaker, who was arrested 
the day after the other five when Police 
found $1,000,000 worth of jewels in his 
safety deposit boxes, was set for further 
hearing yesterday (Wednesday), by 
Magistrate George W. Simpson jn 
Tombs Court. Nelson is at liberty jn 
$25,000 bail. He is accused of criminally 
receiving stolen property. 

The Pinkerton National Detective 
Agency last week issued a list describing 
in detail 53 articles of jewelry taken 
from the prisoners. The _ illustrations 
herewith released by Richard C. Murphy, 
counsel for the Jewelers Security Alli. 
ance, show only a few of the most elab- 
orate pieces now in the possession of the 
New York police. 








Missouri Retail Jewelers to Meet at 
Excelsior Springs July 7 and 8 


JEFFERSON City, Mo., June 5.—The 
Missouri Retail Jewelers Association has 
decided to hold its annual convention on 
July 7 and 8 at the Snapp Hotel, Ex- 
celsior Springs. This will be the 24th 
annual gathering of the state jewelers 
and it is expected that several hundred 
delegates will attend. 

On the program will be men prominent 
in the jewelry trade who will talk on 
subjects of particular interest to the 
retailers. Tentative plans call for a 
membership golf tournament on Sunday 
preceding the opening of the convention. 








The Dietel patent, No. 1694702, for a 
novelty container and vanity case has 
been held valid and infringed by the cir- 
cuit court of appeals, its ruling reversing 
the decision of invalidity by the District 
Court for the Eastern District of New 
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ANOTHER GROUP OF BRACELETS STILL AWAITING IDENTIFICATION 


among the $300,000 worth seized by the 
police. 

The four men and the woman—Wil- 
liam J. (“Chuck”) O’Connor, Buffalo, 
Alexander Friedman, alias “Jack Ro- 
sen,” said to be a jeweler of 535 Fifth 
Ave., New York, George Cole, James W. 
Watson and Mrs. Hilda Carter—all 
pleaded not guilty when they were ar- 
raigned before Judge George L. Don- 





York. The court held that it could not 
be said that “it required merely mechani- 
cal skill to construct a container in book 
form by this new and simpler method 
which has resulted in producing econ- 
omies and has met with substantial com- 
mercial success.” Infringement was not 
avoided, it was ruled, by the difference 
in the form of the defendant’s vanity 
case. 
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Alleged Thieves Caught 





Pair Charged with Robbing Louisville Es- 
tablishment Arrested in Nashville, Tenn. 


LOUISVILLE, Ky., June 6.—Thieves ran- 
sacked the offices of Albert Grall, man- 
ufacturing and engraving jeweler, 214 
Tyler building last Monday night, taking 
about $200 in watch charms, enamel 
goods, fountain pens, chains, etc. En- 
trance was gained by cutting a window 
in the rear of the establishment on the 
second floor, having reached the window 
by getting on a one-story roof. 

Two men, one claiming to be a 
mechanic of Bloomington, Ind., and an- 
other a dockhand of Charlotte, N. C., 
were picked up two or three days later 
at Nashville, Tenn.,-in a stolen auto, 
and it is claimed, confessed that they 
broke into the establishment just after 
the night watchman had made a previous 
round. They were brought back to 
Louisville and jailed on three charges of 
grand larceny. Part of the jewelry was 
recovered. 

The men were suspected when reports 
came in that they had been attempting 
to sell jewelry along the road between 
Louisville and Nashville. Louisville 
police asked the Nashville police to de- 
tain the pair. The prisoners, it is 
alleged, told of stealing an auto in Cin- 


cinnati, driving it to Rushville, Ind., 
where it was abandoned. Another was 
stolen and driven to Louisville, and 


abandoned. A third, belonging to the 
Louisville Auto Parts & Tire Co., was 
stolen and used for the trip to Nashville. 








Bandits Plead Guilty 


Trial Halted When Quartet Admit Baltimore 
Jewelry Store Robbery 





BALTIMORE, Mp., June 9.—Facing an 
airtight case developed by police and 
prosecuting officers four out-of-town 
gunmen indicted for holdup and robbery 
of George F. Ruoff’s jewelry shop, N. 
Charles St., and another holdup, pleaded 
guilty in Criminal Court here the latter 
part of last week and are now waiting 
sentences. The quartet convicted and 
awaiting sentence include: Murray 
Hyatt, alias “Herring”; Edward West, 
alleged “brains” of the gang; George 
Meredith, who turned State’s evidence 
and bared workings of the gang, and 
Frank Kramer. 

The trial of the bandits lasted less 
than three hours and establishes a new 
record for Baltimore justice against 
criminals who have attacked jewelers. 
The case was prosecuted by State’s At- 
torney Herbert R. O’Conor after a vol- 
ume of evidence had been developed 
against the quartet under the direction 
of Police Commissioner Charles D. Gait- 
her and Detective Captain Charles H. 
Burns. 

It was an unusual sight to hear gun- 
men take the witness stand and tell how 
schemes were laid for, “stick-ups.” An 
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interesting adjunct to the atmosphere 
of the trial was the presence of a .44 
calibre Winchester rifle and seven pistols 
taken from the bandits following their 
sensational capture by uniformed police- 
men on the day of the crime, three weeks 
ago. 

The chief witness was Mr. Ruoff, one 
of Maryland’s most widely known jewel- 
ers. Mr. Ruoff, in crisp, descriptive 
sentences told how he and two customers, 
were bound and gagged by the bandits 
and how one of the bandits cracked the 
jeweler on the head when Mr. Ruoff at- 
tempted to go to the aid of a woman cus- 
tomer who was being handled roughly by 
one of the gunmen. 

Members of the gang are wanted by 
police of other cities, it was said, for 
similar robberies. They will receive 
sentences within the next 10 days. 








Salesman for New York Concern 


Robbed While in Philadelphia 


PHILADELPHIA, June 9.—Police have 
been unable to get any trace of the plat- 
inum and white gold mountings stolen 
last Wednesday afternoon from the car 
of Raymond Hartjen, salesman for Wil- 
liam Kinscherf & Co., wholesale jewelers, 
141 W. 36th St., New York. Hartjen 
said the mountings, mostly bracelets and 
rings, were valued at $10,000. The loss 
is covered by insurance. 

The robbery, one of the boldest in 
recent months, occurred in the German- 
town section of the city. Mr. Hartjen 
had just attempted to make a call on 
John Fischer, retail jeweler, at 5335 
Germantown Ave., and finding the store 
closed, he placed his sample cases in his 
car, which he locked, and then went to 
a restaurant a few doors away for lunch. 

When he returned within a half hour 
he found the windshield of his car had 
been pried open and his two sample cases 
stolen. Police say the thief, after pry- 
ing open the windshield, reached inside 
and opened one of the doors. A traffic 
policeman was on duty at Coulter St., 
200 feet away, but neither he nor any 
one of the numerous persons in the 
vicinity, saw the robbery. One mer- 
chant remembered seeing a man busy at 
the front of the car but supposed he was 
the owner. 
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Los Angeles Jeweler Routs Four 
Bandits and Thwarts Attempted 
Robbery 


Los ANGELES, June 6.—It has just 
been learned that S. King, a jeweler at 
25th and Main Sts., single handed put to 
rout four bandits who attempted to hold 
him up last Tuesday. Asked why he had 
not reported it to the police, Mr. King 
stated that he would rather attend to 
the matter himself and that he thought 
he could run down the yeggs better than 
the officers. 

Mr. King always carries merchandise 
of considerable value and when he en- 
tered his driveway, ready to put his car 
into his garage, four men sprang at him, 
commanding him to throw his hands up. 
He replied by hurling his fist into the 
face of the man nearest him, and fol- 
lowed this up by jumping on the others. 
While Mr. King saved his valuables, he 
received several severe abrasions and 
contusions from the fists of his adver- 
saries. 








Boston Jeweler Indicted on a Charge 
of Concealing Assets in Bankruptcy 


Boston, MaAss., June 6.—Hyman 
Freedman, operator of the Lester Jewel- 
ry Co. store at 39 Hanover St., was in- 
dicted by the Federal Grand Jury here 
last Wednesday charged with concealing 
assets in bankruptcy belonging to the 
estate of Max Kaufman & Son, Boston 
jewelers and pawnbrokers. 

Freedman was arrested recently after 
deputy United States Marshals had 
visited his store and seized property 
alleged to have been removed from the 
stock of the Kaufman company. His 
arrest followed an investigation into a 
safe blowing which Freedman reported 
had occurred over the week-end of May 
12. Freedman reported that his safe 
had been blown open by burglars and 
that some $12,000 in diamonds and valu- 
ables had been removed. “The robbery 
was a fake, perpetrated for the purpose 
of concealing assets in bankruptcy of 
the Kaufman estate,” Assistant United 
States Attorney John J. Walsh, Jr., 
charged. 

Kaufman is serving a term at Ply- 
mouth Jail, having pleaded guilty to an 
indictment charging him with concealing 
assets in bankruptcy. 

The indictment of Freedman, it is 
understood, resulted from the investiga- 
tion made by the National Association of 
Credit Men. 








Market Prices for Silver Bars 


The following are the quotations for 
silver bars in London and New York as 
reported for the past week: 


Selling Price 


London U. 8. Gow’t New York 
Date Official Assay Bars Official 
June 3.... 164% 37% 35 

ar eet a 
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= 6 16% 38 3556 

4 Bacce 1608 38 36% 

* 9....Holiday 38 36% 








National Wholesale Jewelers’ Association and Wholesale Jewelry Trade Association Merged 
Under the Name of National Wholesale Jewelry Trade Association—Wholesalers to En- 
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deavor to Raise a Fund of $75,000 a Year for Three Years to Be Used in Connection 
with Other Funds to Be Raised from Manufacturers and Retailers to Support 
Work of Jewelry Trade Institute—Banquet Enjoyed—Interesting Dis- 


ATLANTIC CITY, June 11.—The big 
event of the 23rd annual convention of 
the National Wholesale Jewelers Asso- 
ciation in session here at the Shelburne 
Hotel in this city Tuesday and today, 
came early in the proceedings of the first 
day and while it disrupted the program 
for the time being, it cleared the air for 
regular work. This was the proposition 
to amalgamate with the Wholesale Jew- 
elry Trade Association which was sug- 
gested by a report of the advisory com- 
mittee delivered early Tuesday morning. 





A. C. BECKEN, IMMEDIATE PAST 
PRESIDENT 


With this report was the suggestion that 
the association approve the Jewelry 
Institute of America and endeavor to 
raise a fund of $75,000 a year for three 
years to go toward the support of the 
institute, the dues of the wholesalers 
to be increased on a sliding scale ranging 
from $200 to $1,000 a year to meet this 
condition. 

The report as adopted after a long 
debate carries with it certain conditions 
that must be fulfilled before the insti- 
tute gets this money. The first of these 
is that the fund must be raised before 
June 10 next year and the second that 
the quota from the retailers and manu- 
facturers to make up the sum of $300,- 
000 be also raised. If the latter condi- 
tion is not fulfilled and the money is 
raised by the wholesalers, the National 


cussions Held—Officers Elected 


Wholesale Jewelry Trade Association, 
as the amalgamated organization is 
called, is to either return the money to 
its members or apply it to research and 
other work. 

The pledges ahead, made by the mem- 
bers of the Wholesale Jewelry Trade 
Association toward the institute fund 
are now technically void and should be 
returned by the pledgees according to 
George Gambrill the president of the 
now defunct association, but it is prob- 
able that most of them will be turned 
over to the fund of the new consolidated 
body that will be started for the same 
purpose. 

Although for a time there was a tense 
atmosphere while the subject of consoli- 








New Officers 
President, Jacob Engel, 


more. 
Immediate Past President, A. C. 
Becken, Chicago. 


Balti- 


Vice Presidents, Albert EIl- 
bogen, Chicago; A. C. Possin, Mil- 
waukee; George Gambrill, St. 
Louis. 

Treasurer, L. P. White, Phila- 
delphia. 

Secretary, George A. Fernley, 
Philadelphia. 

Asst. Secretary, H. R. Rinehart, 
Philadelphia. 


The Executive Committee is as 
follows: H. L. Carpenter, Provi- 
dence; W. W. Hamilton, Denver; 
A. W. Huggins, San Francisco; 
Emil Freyer, Pittsburgh; W. J. 
Ward, New York; H. H. Kiger, 
Kansas City, Mo.; Jos. B. Bechtel, 
Philadelphia; Robert L. Coates, 
Philadelphia. 








dation was discussed this cleared away 
after the adoption of the report and the 
regular business program proceeded with 
celerity and dispatch. 

Whether the conditions attached to the 
payment of the fund to the institute will 
or can be fulfilled no one is in a position 
yet to say, but one thing is certain and 
that is that the wholesalers’ organization 
will go on functioning as representing 
this branch of the industry whatever is 
eventually done. The meeting so far is 
remarkable for the number of leading 


wholesalers who have closely attended 
the proceedings, members coming from 
all parts of the country. A. W. Huggins 
came from San Francisco 3000 miles 
away, Charles A. Moore from Dallas, 
Tex., George Edwards from Kansas City, 
while all cities in the nearer territories 
had good representation. 


Monday 


Monday saw the meetings of the execu. 
tive committees of the National Whole. 
sale Jewelers Association and of the 











JACOB ENGEL, PRESIDENT 


Jewelry Trade Association sessions being 
held in the morning and afternoon in 
the meeting room of the Shelburne just 
off the dining room on the first floor. 
At the joint sessions the proposition t 
merge the two associations was discussed 
the condition suggested by Bartley J. 
Doyle being that the National Wholesale 
Jewelers Association indorse the Jewelry 
Institute of America and raise a fund 
of $75,000 per year for three years t0 
go to the support of this institute. The 
matter was discussed from all angles 
some approving of the proposition ul 
conditionally while others opposed action 
until they had more information as 0 
the exact set up of the institute and 
facts as to how the plan would affect 
the National Wholesale Jewelers Ass 
ciation as an organization. 

The conferences started at 10.30 in the 
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morning and the discussions lasted un- 
til about 7 in the evening when final 
agreement was reached on the text of 
the recommendation to be made to the 
convention after the session opened Tues- 
day. 

Among those participating at this ses- 
sion were: President A. C. Becken, vice- 
presidents Robert L. Coates and Jacob 
Engel, treasurer L. P. White, secretary 
Geo. Fernley of the National Wholesale 
Jewelers Association, with A. G. Schwab 
and Geo. H. Edwards of the Advisory 
Board and Emil Freyer, Jos. B. Bechtel, 
H. L. Carpenter, A. C. Possin, Chas. A. 
Moore and Geo. Kleitz of the Executive 





ALBERT ELLBOGEN, VICE-PRESIDENT 


Committee. Others include Mr. Doyle 
and George Gambrill, president of the 
Wholesale Jewelry Trade Association; 
Albert Ellbogen and A. W. Huggins. 
During Monday’s sessions the first copies 
of the pamphlet “The Distribution of 
Jewelry” were circulated. This is a 
survey of some of the practices and con- 
ditions responsible for the lack of ade- 
quate net profits in the industry. It 
was made by Henry R. Rinehart under 
the supervision of Secretary Fernley. 


Tuesday 


While Monday was rainy Tuesday 
dawned clear but raw and cold and few 
ventured out on the great boardwalk. 
Nevertheless it took some time to get 
the members together in the meeting 
room and it was 10.30 before President 
Becken called the gathering to order. 


A notable feature of the gathering 
was the absence of the usual quota of 
associate members from the New En- 
gland manufacturers a very few being 
present or represented. An excellent 
showing of regular members was ap- 
parent. 

President Becken’s address was short 
and pithy and was well received with 
laughter and applause. He spoke as 
follows: 
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ADDRESS OF A. C. BECKEN 


“It is unnecessary for me to give you 
any detailed report on the activities of 
our association during the past year, as 
that will be very ably handled by our 
good secretary. 

“IT am happy to say, however, that I 
shall lay down this gavel with more 
members on our roll and more cash in 
the association coffers than when I first 
picked it up—and I wish I could say 
as much for the A. C. Becken Co. 

“You are not particularly interested 
in what has happened or might have 
happened in the past, but you are vital- 
ly interested in the future of our indus- 
try and in adapting yourselves and your 
organizations to a series of rapidly 
changing conditions. 

“T shall certainly be quarreling with 
no one when I say that we have been 
and still are experiencing a slight busi- 
ness depression. It is a depression which 
our industry is poorly prepared to face 
because of several unsound trade prac- 
tices and other conditions well known 
to you all. 

“I am exceedingly enthusiastic over 
the possibilities of our industry—over 
the opportunities for each and every 
branch of our industry—but only for a 
new type of manufacturer, a new type of 
wholesaler and a new type of retailer. 

“TI know from my own personal expe- 
rience that the retail jeweler is hungry 
for information and guidance along mod- 
ern merchandising lines, and that the 
sooner it is furnished him the sooner 
our industry will extricate itself from its 
present chaos and despair. 

“We can talk all we please about the 
personnel problems of chain stores, but 
some chains in our industry have learned 
how to attain a six-time turnover of their 
inventory and are making real progress, 
while their independent—hardworking 
but uninformed—competitors are _ slid- 
ing down hill and fast. 

“The primary purpose of this or any 
other wholesale group should be the im- 
provement of our own services and the 
betterment of our relations with our 
manufacturers, with our retailers and 
with our competitors. We cannot, how- 
ever, disregard our duty to disseminate 
information on modern merchandising 
practices as well as actually distribut- 
ing the merchandise itself. 

‘“‘We can never hope to attain success 
without building our businesses upon a 
firm foundation, and in our case this 
foundation is our contact point with the 
consuming public—in other words, the 
retail jeweler. 

“T have no apologies to offer for the 
activities of our association during the 
past year. I feel that our secretary’s 
office has done remarkably well, consid- 
ering the limited funds we have placed 
at its disposal and the lack of guidance 
and assistance received from your presi- 
dent. 

“Tf I have gained anything from my 
intimate contact with association work 
during the past two years, it has been 
the appreciation of what could be ac- 
complished by a _ strong organization 
within our industry that was adequately 
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financed to perform a very real service. 

“When one stops to consider what 
wholesale and manufacturing organiza- 
tions in other industries are able to do 
for their members and trades in gen- 
eral, it is positively revolting that we 
apparently are still twiddling our thumbs 
and calmly watching the disintegration 
of our old and honorable vocation. 


“Many of you have indicated a de- 
sire for increased services from an as- 
sociation by joining the Wholesale Jewel- 
ry Trade Association. I am not alone 
in being of the belief that there is not 
room for two organizations within the 
wholesale branch of our industry, and 





LOUIS P. WHITE, TREASURER 


yet heretofore we have not been able to 
meet on a common ground. 


“However, I am happy to report that 
today there is but one factor distinguish- 
ing one association from the other—just 
one item preventing a very logical and 
practical consolidation—and that is the 
matter of finance. 

“Regardless of what action may be 
taken by the other branches of our in- 
dustry, I think it is imperative that we 
set our own house in order and be pre- 
pared either to support the proposed in- 
stitute or create our own fact-finding 
and disseminating organization to func- 
tion to a somewhat lesser degree. 

“At any rate it surely is none too early 
for us to sound out the sentiment of our 
group and determine just how far we 
are prepared to go—and when and in 
what direction. 

“I trust this convention will not ad- 
journ until this subject has been liber- 
ally discussed and some conclusion defi- 
nitely reached. 

“At this time I would like to express 
my deep appreciation of your splendid 
and cheerful support, always so much in 
evidence when I have sorely needed it. 
To you, members of committees and the 
Advisory Council, to you, fellow officers 
and directors, and to you, Mr. Secretary 
and Mr. Assistant Secretary—my heart- 
felt thanks and undying gratitude. 
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Secretary Fernley’s report was long 
elaborate and most important and went 
into detail on the work of the organiza- 
tion and particularly the exhaustive sur- 
vey as to the distribution of jewelry that 
had been printed and was circulated at 
the meeting. Mr. Fernley said in part: 


REPORT OF SECRETARY FERNLEY 


Realizing that the net profits of our mem- 
bers have been exceedingly narrow and that 
this situation was due to a combination of 
factors, some of which are beyond their con- 
trol, our officers at their mid-year meeting 
in February authorized an exhaustive survey 
of the distribution of jewelry. 

This study was undertaken primarily to 
focus attention upon all conditions in the 
industry which tend to effect profits ad- 
versely, as well as on those practices which 
disrupt efficient and economical distribution 
and increase competition of an unwholesome 
and destructive character. 

It covers problems resulting from whole- 
salers’ relations with manufacturers, their 
relations with retailers, those resulting en- 
tirely from local competitive conditions, and 
those of an internal character, etc. Special 
attention was given conditions surrounding 
a group of ten individual lines. 

The survey was conducted in an unbiased 
manner for the purpose of obtaining accurate 
facts regarding the causes of inadequate 
profits, as well as_ possible’ corrective 
measures. It contains a tremendous amount 
of information of a most enlightening na- 
ture, as well as many valuable suggestions 
which members can employ in their own 
business with the view to lowering costs and 
securing a better margin of profit. In addi- 
tion it explains methods successfully em- 
ployed by wholesalers of other commodities 
tor improving their business and placing it 
on a more satisfactory basis. 

An entire session at this convention has 
been set aside especially for its considera- 
tion and for the discussion of conditions sur- 
rounding the distribution of the lines it 
covers. 

It is earnestly hoped everyone present, 
both manufacturers and wholesalers, will 
participate in this discussion so that plans 
may perfected for using the facts pre- 
sented in a manner that will insure the bet- 
terment of conditions in our industry. We 
are especially anxious to broaden and extend 
the scope of our activities along lines which 
will increase the effectiveness of our work, 
and which members believe to be most prac- 
tical and helpful. 


TRADE PRACTICE CONFERENCE RULES 


Of major importance to the industry are 
the Trade Practice Conference Rules adopted 
during our convention in Chicago last June 
and subsequently approved by the Federal 
Trade Commission. In preparing for that 
conference every effort was made to develop 
rules of a beneficial and constructive char- 
acter that would be acceptable to the com- 
mission. Our efforts were fully rewarded by 
the fact that the commission accepted the 
largest group of rules submitted by any 
single industry which up to that time had 
held such a conference. 

Our rules should prove of very real as- 
sistance in improving conditions by eradi- 
cating many practices regarded unfair and 
unethical, but which members have hereto- 
fore found it impossible to correct. 

The commission will utilize its powers to 
stamp out all competition of an unfair type 
that is brought to its attention. Recently it 
compelled two individuals engaged in the 
sale of diamonds in interstate commerce to 
sign stipulations agreeing to cease and de- 
sist from using in their advertisements the 
words “must sell” or other words implying 
an emergency compelling the immediate sale 
of their lines when no such emergency ex- 
isted, thereby misleading and deceiving the 
general public. 

The Trade Practice Conference assures us 
of the aid of one of the most powerful de- 
partments of our Government whose duty is 
the correction of unfair methods of com- 
petition. We should, therefore, fully and 
constantly cooperate with its officials. When 
various offenders are ordered to abandon 
their unethical practices and it is fully 
realized that our rules are enforceable, we 
are quite certain the ethics of the industry 
will be placed on a higher plane. and im- 
proved conditions develop as a natural and 
logical consequence. 

Adoption of our rules. in itself, will not 
rectify the unfair practices they condemn. 
To secure the fullest measure of benefit, it 
is essential that we utilize the authority 
and assistance of the commission to insure 
their observance, 

that it now 


It is our belief, therefore, 


CIRCULAR 


THE JEWELERS’ 


becomes one of the most important func- 
tions of our association to cooperate fully 
with officials of the Federal Trade Commis- 
sion to prevent violations, and to make cer- 
tain that violators are directed to abandon 
their unfair methods of doing business. 

We have, therefore, placed before the 
Commission a number of violations, but in 
view of the Commission’s policy to refrain 
from giving publicity to the filing of such 
complaints, we have made no general an- 
nouncements of our action. 

However, it is our desire to remind mem- 
bers that to secure the greatest good from 
our rules, it is ‘essential that the attention 
of the commission be called to all practices 
which are in direct violation of their pro- 
visions. This may be done by filing com- 
plaints direct, or through the office of our 
association. The association does not reveal 
the name of any member calling our atten- 
tion to violations, or supplying us with evi- 
dence and we, therefore, urge that you have 
no hesitancy in writing us fully. 


After talking on the subjects of mem- 
bership, emblems, the collection bureau, 
the retailers’ convention, overstock and 
goods wanted bulletins, he gave much 
space to the value of the wholesaler, 
saying: 

The increased recognition now accorded the 


economic importance of wholesalers, to- 
gether with the fact that they render a 
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necessary and useful service to manufac- 
turers and retailers is most gratifying. So- 
called ‘‘new methods” which a few years 
ago were advocated because of their alleged 
ability to “save the middleman’s profits” are 
now conceded to be unsound. 

Eminent authorities in increasing number 
are openly condemning the fallacious theory 
that the days of the wholesaler are num- 
bered and concur with the doctrine our as- 
sociation has steadily and persistently main- 
tained regarding their necessity in modern 
distribution. 

Further evidence of the growing recog- 
nition of the indispensable character of the 
service rendered by wholesalers is afforded 
by the many favorable articles appearing in 
the trade papers. 

The Capper-Kelly Fair Trade Bill is among 
the important pieces of. legislation of in- 
terest to our members still awaiting the 
action of Congress. This bill to legalize the 
maintenance of suggested resale prices has 
been before the House some time and its 
early consideration is expected. 

Question has been raised as to whether 
or not the bill in its present form extends 
the same privilege of resale price main- 
tenance to the wholesaler as to the manu- 
facturer. ‘These doubts have been dispelled 
by Senator Capper and Congressman Kelly. 


On this point, Senator Arthur Capper 
gives the following opinion: 

Pending also in Congress is the Platinum 
Stamping Law, and at the present session 


there was introduced by Congressman Martin 
of Massachusetts, a new law regulating the 
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quality marking of articles made from silver 
or alloys of silver. This law is said to have 
the endorsement of the Silversmiths’ Guild 
of America, the New England Manufacturing 
Jewelers’ and Silversmiths’ Association. 

Considerable attention has been given to 
the rates on diamonds established by the 
new tariff bill, Our association actively sup- 
ported the movement to place uncut stones 
on the free list and to reduce the duty on 
cut stones from 20 to 10 per cent ad valorem, 

Particular interest, especially on the part 
of members in New York, is shown in a 
bill introduced in the Assembly of that State 
regarding display of the words ‘‘wholesale 
and retail.” 

Another bill in Congress of interest to 
members is the Esterly Bill. It seeks to 
make it unlawful to ship in interstate com- 
merce or by mail, for the purpose of sale, 
any merchandise not specifically ordered by 
the consignee. The purpose of the legisla- 
tion is to put an end to the practice of 
sending cards, pencils, books, jewelry and 
other articles to people who have not ordered 
them and then later following the same with 
a bill demanding payment. 


UNIFORM SIZE PRICE LISTS 


Other topics touched on were a uniform 
trunk tray cards,” “broken lots,” “over- 
head expense report,” “meeting of offi- 
cers,” “President Hoover’s conference,” 
“salesmen’s automobiles,” “missionary 
salesmen’s orders,” “employment assist- 
ance,” etc. 

Speaking of individual service to mem- 
bers, he said: 

We wish to again remind members that 
the facilities of our association are con- 
stantly at their disposal, and that we con- 
sider it a privilege to be called upon for 
assistance in the solution of their individual 
problems. 

Our association is excellently equipped to 
render special service to members and we 
regard it one of our regular functions. Re- 
quests of this type are constantly increas- 
ing and cover a wide range of subjects such 
as sources of supply for various types of 
merchandise, information about stock rec- 
ords, the manner in which certain retailers 
are meeting their current obligations and 
numerous others. 

Experience indicates that we have fre- 
quently supplied members with information 
of real assistance to them. That fact is 
shown by the numerous letters of commen- 
dation. 

In conclusion, he said: 

In concluding this review of our activities 
it is my desire to express to our officers, 
executive committee and advisory board, and 
to members of our various standing com- 
mittees my appreciation of their valued coun- 
sel and cooperation in directing the work 
of our association. 

President Becken has maintained close 
personal contact with all our activities, and 
has kept the best interest of our members 
constantly before him in performing the 
duties of his office. We are especially grate- 
ful to him for his constructive suggestions 
and guidance. 

It is also our desire to urge members to 
regard our association as a department of 
their business and to continue to refer to 
us all questions which should receive atten- 
tion. Suggestions for expanding the scope 
of our activities will be particularly appre- 
ciated as it is our desire to constantly im- 
prove the service rendered members. 

Regular order of business was inter- 
rupted to permit election of Otis L. Ross 
as a member. 

Vice-President Coates took the chair 
while President Becken made a report 
for the executive committee, telling of 
the sessions of the committee Monday, 
particularly of the sessions with the 
officers of the Wholesale Jewelry Trade 
Association on the question of amal- 
gamation of the two bodies. He told of 
about 100 telegrams received from retail- 
ers all over the country showing interest 
in the proceedings. 

He said the advisory committee had 
recommended’ consolidation, together 
with indorsement of the Jewelry Trade 
Institute and that a fund of $75,000 be 


raised annually toward the support of 
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the institute for three years. If the 
manufacturers and retailers did not 
raise their quotas and institute did not 
come into being, the National Wholesale 
Jewelers Association should go ahead 
and use this fund for research work on 
the lines proposed by the Institute. The 
fund would have to be raised by putting 
the dues of members at from $200 per 
annum up based on the rating of the 
members. 

Discussion that followed brought a 
statement from Mr. Gambrill, president 
of the Wholesale Jewelry Trade Asggci- 
ation, that officers of that body agreed 
with the statement of Mr. Becken. Mr. 
Becken and Mr. Gambrill supported the 
proposition whole heartedly. 

Ex-president Petersen opposed the 
recommendation as impractical, saying 
that wholesalers objected to paying any 
such dues and he had not found a manu- 
facturer that wanted to come in under 
the present terms proposed. Robert 
Barton took up Petersen on the ques- 
tion of the manufacturers refusing to 
come in. Mr. Becken said that under 
new scale proposed the manufacturers 
Mr. Petersen referred to would only 
have to pay $200 and not $1,000. Mr. 
Doyle joined in the discussion telling 
what he thought the institute would do 
for the money. 

Mr. Ellbogen said that if we could 
save 5 per cent of losses of a year by 
joining the institute we would more than 
save the dues proposed. 

The discussion then became general. 

Among the advocates of the proposi- 
tion to raise the $75,000 a year for the 
institute were Robert Barton, A. W. 
Huggins, Mr. Benedict of Cleveland, Mr. 
Edwards of Kansas City, Mr. Bechtel of 
Philadelphia and others. Opposition to 
some or all of the plan were expressed 
by a few others but most of the op- 
ponents did not apparently wish to go 
on record. 

At last it was proposed that a secret 
ballot be taken on the question of ap- 
proving the recommendations of the 
advisory board as finally amended. 
This reads: 


SUGGESTION OR RECOMMENDATIONS BY THE 
ADVISORY COM MITTEE 


That we favor the merger of the Na- 
tional Wholesale Jewelers’ Association 
and the Wholesale Jewelry Trade Asso- 
ciation under the name of the National 
Wholesale Jewelry Trade Association; 

And, that, we approve of the formation 
of the Jewelry Institute of America, 
which is to engage in the extensive re- 
search and merchandise work for the 
promotion of the industry; : 

That, we endeavor to raise a fund of 
$75,000 per year for three years from. 
wholesalers—this fund to be continued 
in addition to other funds, to be raised 
by manufacturers and retailers—to sup- 
port the work of the institute, which is 
to be a fact finding. organization. 

If the total mentioned is not raised or 
if the other branches of the industry do 
not raise their quotas before June 10, 
1931, the fund raised from wholesalers 
shall be returned to the contributors or 
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expended on behalf of the industry under 
the direction of the Executive Commit- 
tee and Advisory Board of the National 
Wholesale Jewelry Trade Association. 

During the period of raising the fund 
of $75,000 the dues of members of the 
National Wholesale Jewelry Trade As- 
sociation shall remain $50 per annum. 

After the sum of $75,000 has been 
subscribed the annual dues of $50 will 
be superseded by the new scale; the As- 
sociation retaining sufficient to support 
the National Wholesale Jewelry Trade 
Association. 

The scale of rates of different mem- 
bers were explained by Mr. Becken as 
follows: 

Members rated at $750,000 or more by 
the National Jewelers Board of Trade 
rating book will pay $1,000 per year. 
Those rated at $500,000 will pay $750; 
those rated at $400,000 will pay $650; 
those rated at $300,000 will pay $500; 
those rated at $200,000 will pay $400; 
those rated at $100,000 will pay $300 
and those rated at less than $100,000 
will pay $200 per annum. 

Before the ballot was taken Louis 
Sickles read a long appeal against the 
proposed merger while advocating an 
agency backed by the three branches of 
the trade to work for the benefit of the 
industry at large. 

Mr. Doyle answered Mr. Sickles tell- 
ing of the work he had done for the in- 
dustry for 17 years. He wanted to give 
to the industry a plan that would put 
the industry in a sound position. He 
praised the industry the wholesalers of 
the National Wholesale Jewelers Associ- 
ation. He did not want to force adop- 
tion of any resolution but if the whole- 
salers say that they are not interested 
in the institute he would “fold up his 
tent, quit his work and call it a day.” 

He told of his recent trip and the co- 
operation of the jewelers in pushing 
scarf pins. He closed by speaking of his 
two and a half years’ work in putting 
over a plan. 

The motion for a secret ballot was 
withdrawn the motion to confirm the re- 
port then carried by a viva voce vote. 

This carried the morning session up 
to 1.30 p. m., and no other business was 
transacted except that an invitation was 
extended to visitors to become members. 


TUESDAY AFTERNOON 


At the opening of the Tuesday after- 
noon session, President Becken stated 
that a meeting of distributors of Elgin 
watches would be held immediately fol- 
lowing the banquet that evening. The 
following committees were then ap- 
pointed: 

Nominating Committee: William R. 
Cooper, E. Sickles, H. W. Burdick, G. 
H. Edwards, Charles A. Moore, George 
Kleitz and A. C. Possin. 

Resolutions Committee: Albert L. Ell- 
bogen, R. J. Petersen, A. W. Huggins, H. 
L. Carpenter, George Gambrill, Emil 
Freyer and Silas Reagen. 

Following the reading of a wire of 
greetings from W. G. Frasier, president 
of the American National Retail Jew- 
elers’ Association, interesting remarks 
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on current business conditions and the 
future outlook were made by Jacob En- 
gel, Charles A. Moore, W. C. Harris, 
George Gambrill, M. Hurlburt, A. W. 
Huggins, William Cooper, Walter Mayer, 
G. Edwards and R. J. Petersen. 

President Becken touched on the im- 
portance of wearing jewelry as a sales 
stimulant. 

A most comprehensive and enlighten- 
ing report was read by Jacob Engel, 
chairman of the Overhead Expense Com- 
mittee and a general discussion of the 
subject followed. 

Mr. Engel also called attention to 
analysis of conditions surrounding the 
sale of 10 individual lines as compiled in 
a booklet entitled “The Distribution of 
Jewelry,” by Henry R. Rinehart. 

The remainder of the afternoon ses- 
sion was devoted to “Turnover” and a 
discussion of the subject “Will the At- 
tachment of Metal Bracelets on Watches 
by Watch Manufacturers Influence the 
Wholesalers’ Business.” The principal 
speaker on the latter subject was Robert 
Barton, of the Elgin National Watch Co., 
who defended the production of a com- 
plete bracelet watch by the American 
manufacturer as in the interest of both 
wholesaler and retailer in selling articles 
of quality. 

THE BANQUET 


The banquet on Tuesday evening was 
attended by 140 people and proved a 
very enjoyable: affair. The speakers 
were J. D. Cattele, B. J. Doyle, E. B. 
Terhune, R. J. Petersen, William Cooper 
and L. P. White. 


Wednesday 


There was a large attendance at the 
Wednesday morning session Secretary 
Fernley spoke on a research analysis of 
the wholesale jewelry business, giving 
facts and figures which will be sent to 
members later. 

The following applications for mem- 
bership were then received. Manheimer 
& Co., Chicago; Stern Mfg. Co., Newark, 
N. J.; Ross Jewelry Co., Sioux Falls, 
S. D.; Vander Voort Bros., Buffalo. 

Emil Braude, Chicago, next talked on 
jewelers and members of their families 
and employes wearing more jewelry as 
a stimulant to more jewelry sales. This 
was followed by a discussion. 

The discussion on “What influence will 
the attachment of metal bracelets on 
watches by watch manufacturers have 
on the wholesalers’ business” which was 
started on Tuesday afternoon was con- 
tinued at the Wednesday morning ses- 
sion. Among the speakers were Messrs. 
Mednikow, Memphis; A. G. Schwab, 
Cincinnati; Williams of the Waltham 
Watch Co.; Atkinson of the Hamilton 
Watch Co.; Robert Barton, Elgin Na- 
tional Watch Co.; L. Sickles, Philadel- 
phia; E. S. Hyman, New York, and 
Charles A. Moore, Dallas, Tex. The 
discussion resulted in a motion that the 
watch committee of the association con- 
fer with the manufacturers on the sub- 
ject. 

The remainder of the morning session 
was devoted to the consideration of a 

(Continued on page 80) 
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Paragraph on Watches Returned to Senate 
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Proposal on Tariff Measure as Revised in Conference to Meet Rulings of Vice President Curtis 


WASHINGTON, D. C., June 11.—Report 
was made to the Senate by the tariff 
conferees on Monday. It contained the 
agreement on watches on which Senator 
Barkley of Kentucky had raised a point 
of order. 

The watch agreement reduced the duty 
on jewels from 20 to 15 cents, regardless 
of whether they are set or unset. This 
would reduce the duty on a 15 jewel 
watch about 75 cents below the rate car- 
ried in the previous agreement accord- 
ing to experts. The rate of 15 cents on 
dials, when attached to watches is elim- 
inated. When separate the dial takes 
the duty of a watch part. 

The phrase, whether or not designed 
to be worn or carried about the person 
was restored. This relieves watch type 
movements from the higher rate and 
places them under the clock duty. In 
other words, watches used in auto- 
mobiles would take the clock rate. The 
watch schedule as agreed to in confer- 
ence is as follows: 

Par. 367 (A). Watch movements, and 
timekeeping, time-measuring, or time-in- 
dicating mechanisms, devices and instru- 
ments, whether or not designed to be 
worn or carried on or about the person, 
all the foregoing, if less than one and 
seventy-seven hundredths inches wide, 
whether or not in cases, containers, or 
housings: 

(1) If more than one and one-half 
inches wide, $1.25 each; if more than one 
and two-tenths inches but not more than 
one and one-half inches wide, $1.40 each; 
if more than one inch but not more than 
one and two-tenths inches wide, $1.55 
each; if more than nine-tenths or one 
inch but not more than one inch wide, 
$1.75 each; if more than eight-tenths of 
one inch but not more than nine-tenths 
of one inch wide, $2 each; if more than 
six-tenths of one inch but not more than 
eight-tenths of one inch wide, $2.25 each; 
if six-tenths of one inch or less wide, 
$2.50 each; 

(2) In the case of any of the forego- 
ing having no jewels or only one jewel, 
the above rates shall be reduced by 40 
per centum; 

(3) Any of the foregoing having more 
than seven jewels shall be subject to an 
additional duty of 15 cents for each jewel 
in excess of seven; 

(4) Any of the foregoing shall be sub- 
ject to an additional duty of $1 for each 
adjustment of whatever kind (treating 
adjustment to temperature as two ad. 
justments) in accordance with the mark- 
ing as hereinafter provided; 

(5) Any of the foregoing shall be sub- 
ject to an additional duty of $1 each, if 
constructed or designed to operate for a 
period in excess of 47 hours without re- 
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winding, or if self-winding, or if a self- 
winding device may be_ incorporated 
therein; 

(6) Any of the foregoing having more 
than 17 jewels, whether adjusted or un- 
adjusted, and whether with or without 
dials, shall, in lieu of the duties provided 
in clauses (1), (2), (3), (4), and (5) be 
subject to a duty of $10.75 each. 

(B) All the foregoing shall have cut, 
engraved, or die sunk, conspicuously and 
indelibly on one or more of the top 
plates or bridges: The name of the coun- 
try of manufacture; the name of the 
manufacturer or purchaser; in words 
and in Arabic numerals the number of 
jewels, if any, serving a mechanical pur- 
pose as frictional bearings; and, in 
words and in Arabic numerals, the num- 
ber and classes of adjustments, or, if un- 
adjusted, the word “unadjusted.” 

(C) Parts for any of the foregoing 
shall be dutiable as follows: 

(1) Parts (except pillar or bottom 
plates, or their equivalent, bridges or 
their equivalent, and jewels) imported 
in the same shipment with complete 
movements, mechanisms, devices, or in- 
struments, provided for in subparagraph 
(A) of this paragraph (whether or not 
suitable for use in such movements, 
mechanisms, devices, or instruments), 45 
per centum ad valorem; but this clause 
of this subparagraph shall not be ap- 
plicable to that portion of all the parts 
in the shipment which exceeds in value 
4 per centum of the value of such com- 
plete movements, mechanisms, devices, 
or instruments; 

(2) Pillar or bottom plates, or their 
equivalent, shall be subject to one-half 
the amount of duty which would be borne 
by the complete movement, mechanism, 
device, or instrument for which suitable; 

(3) Each assembly or subassembly 
(unless duitable under clause (1) of this 
subparagraph) consisting of two or 
more parts or pieces of metal or other 
material joined or fastened together 
shall be subject to a duty of 3 cents for 
each such part or piece of material, ex- 
cept that in the case of jewels the duty 
shall be 15 cents instead of 3 cents, and 
except that in the case of pillar or bot- 
tom plates or their equivalent the duty 
shall be the rate provided in clause (2) 
of this subparagraph instead of 3 cents, 
and except that in the case of a balance 
assembly the duty shall be 50 cents for 
the assembly instead of 3 cents for each 
part or piece thereof. No assembly or 
subassembly chall be subject to a greater 
amount of duty than would be borne by 
the complete movement, mechanism, de- 
vice, or instrument for which suitable, 
nor to a less rate of duty than 45 per 
centum ad valorem. For the purpose of 
this clause a balance assembly shall be 


an assembly consisting of a balance 
wheel, balance staff, and hairspring, with 
or without the other parts commercially 
known as parts of a balance assembly, 
For the purpose of this clause bimetal. 
lic balance wheels (not part of a balance 
assembly), and mainsprings with riveted 
ends, shall each be considered as one 
part or piece; 

(4) All other parts (except jewels), 
65 per centum ad valorem. 

(d) Jewels, suitable for use in any 
movement, mechanism, device, or instru- 
ment, dutiable under this paragraph or 
paragraph 368, or in any meter or com- 
pass, 10 per centum ad valorem. 

(e) Dials for any of the foregoing 
movements, mechanisms, devices, or in- 
struments, if such dials are less than 
1 77-100 inches wide and are imported 
separately, 5 cents each and 45 per cen- 
tum ad valorem. Dials for any of the 
movements, mechanisms, devices, or in- 
struments provided for in this para- 
graph, whether or not attached thereto, 
shall have stamped, cut, engraved, or die 
sunk, conspicuously and indelibly there- 
on the name of the country of manufac- 
ture; which marking, if the dial is im- 
ported attached to any of the foregoing 
movements, mechanisms,devices or in- 
struments, shall be placed on the face 
of the dial in such manner as not to be 
obscured by any part of the case, con- 
tainer, or housing. 

(f) All cases, containers, or housings, 
designed or suitable for the enclosure 
of any of the foregoing movements, 
mechanisms, devices, or instruments, 
whether or not containing such move- 
ments, mechanisms, devices, or instru- 
ments, and whether finished or unfin- 
ished, complete or incomplete, except 
such containers as are used for shipping 
purposes only: 

(1) If made of gold or platinum, 75 
cents each and 45 per centum ad 
valorem; 

(2) If in part of gold, silver, or plat- 
inum, or wholly of silver, 40 cents each 
and 45 per centum ad valorem; 

(3) If set with precious, semi-precious, 
or imitation precious, or imitation semi- 
precious stones, or if prepared for the 
setting of such stones, 40 cents each and 
45 per centum ad valorem; 

(4) If of base metal and not con- 
taining gold, silver, platinum, 20 cents 
each and 45 per centum ad valorem; 

(5) Any of the foregoing cases, con- 
tainers, or housings, if enameled, shall 
be subject to an additional duty of 15 
per centum ad valorem. 

(g) Any of the foregoing cases, con- 
tainers, or housing, shall have cut, en- 
praved, or die sunk, conspicuously and 
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F the jeweler has followed my previous four articles 

he is ready to apply his thought to the merchandising 

of his art shop. With a gift department well located, 
the background and display shelves arranged, a manager 
selected and the initial outlay for merchandise decided, 
the consideration of the problem of making a profit upon 
his investment is one worthy of most serious study. 

Five facts are of great importance to keep in mind in 

merchandising the art or gift shop: 

1.A few articles of new merchandise should be con- 
stantly shown. Older merchandise should be shown 
in different settings and put out of sight at in- 
tervals. 

2. Goods must be attractively displayed. Too many ar- 
ticles or even few articles shown in confusion will 
slow down or destroy sales. 

8.A knowledge of the handling of color is essential 
and a knowledge of balance and composition is most 
valuable. Gift merchandise is bought for its dec- 
orative value. 











4.When less expensive articles have not sold within 
three or four months (and this is outside limit, in 
my opinion) they should be gradually reduced in 
price, perhaps once each month until they are sold 
—on the dollar table, if necessary. 

5. Many articles of over $10 retail value are extremely 
salable in gift shops. Some of these, now in your 
jewelry store, moving slowly, will sell much better 
in the art shop. These are generally more important 
items for the home and do not need to be marked 
down, at least not for a year, and often it is never 
necessary. Some of them increase in value and can 
be marked up. 


HIS may seem difficult, but it is not so bad. Let me 
offer a few suggestions toward simplifying them. 
When an initial order is received, select a sufficient 
number of items to make an attractive display, see that 
the variety is broad and select them so that you have a 
complete price range, and hold back the rest to have to 
show from time to time as new goods. Also, as sug- 
gested in an early article, provide a small store room with 
shelves of easy access to the gift shop, where sales per- 
sons can show some of the new pieces, if as a last effort 
‘it is necessary. However, this latter practice can be 
easily abused and spoil the whole scheme unless it is 
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watched by you. Also in this stock room can be placed 
some pieces that have been shown for several weeks and 
before your customers become familiar with the fact 
that they are old. After a few weeks bring them out 
again, they will look new, or at least like re-orders. No 
customer wants inexpensive novelty merchandise which 




















she feels has not been attractive enough to sell within 
the first month or two. 

A few gift articles are attractive and appear desirable. 
Too many of similar varieties lose their desirability. The 
customer wants something distinctive, not one thing of 
a quantity. Also what is more important, she buys it for 
its decorative value and it must look its best when she is 
considering it. Jumbled together, gift things are handi- 
capped in sales value. Keep a perfectly free table or shelf 
with a good background where one, two or three selec- 
tions of your customer can be moved and exhibited sep- 
arately for her final selection. 


AC only your manager, but you should understand 
: color and artistic balance. This is not difficult. 


Buy two books and read them. You’ll find them interest- 
ing, and they may increase your jewelry profits. A few 
suggestions might be either Weinstein’s “Color in Every- 
day Life” (Dodd, Mead & Co.) or Snow and Froehlich’s 











“Theory and Practice of Color’ (The Prang Co.) and 
Bernstein’s “Art in Everyday Life” (Macmillan). Your 
book dealer will get them for you at a total of $7 to $8, 
and they will add not only future profit but future daily 
pleasure in life if you read them carefully. 

Keep your less expensive articles moving. Do not be 
afraid to put on a good mark-up when they are first 
shown. If they are not sold within two months begin 
to mark them down, and continue to repeat the operation 
until they are sold. Do not be afraid to get a good profit 
in the beginning and to take your loss at the end. The 
final net profit will be larger. 
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No. 1600 
12 Inch Candle 
Top Cut Like 
Vase 
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Pewter, 


Silver Plated Ware, 


No. 1600 
12 Inch Candle 
Top Cut Like 

Vase 


4 


14 INCH BOWL 
SQUARE FOOT. 


GOTHIC onion. 
Manufacturers of 
Che Pairpotnt Corporation 


Rew Bedford, Mass. 


Cut and Engraved 
Crystal Glass, 


Metal Electroliers, 


Fancy Colored 


Blown Glass 


43-47 West 23rd St. 


228 Coristine Building, St. Nicholas St. 


150 Post St. 


New York City 
Montreal, Can. 


San Francisco 











Decorated Glass Shades, 
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Norgantomn 
GLASSWARE 


CASED 
STEMS 


Here is another of 
the “Old Morgan- 
town” black 
stems combined with 
a silver-white, con- 
ventional etching in 
floral motif. The 
“Baden” pattern is 
made in the usual 
articles and is a dis- 
tinct contribution to 
the popular Crystal- 
Black style now the 
vogue. 


cased 





MORGANTOWN GLASS WORKS 
- W. Va. 


Our representatives cover the country. 


Morgantown - - 














GLASSWARE Y for your table 


k 


SCYS 


OUR patrons, who recognize the fine and the genuine, 

welcome your showing of such quality items as the 
No. 3380 goblet and sherbet and No. 1401 muffin tray, 
illustrated here. Besides exquisite stemware, there are 
complete table services and a host of occasional pieces, 
in crystal and fascinating colors. The rare Alexandrite 
amethyst color and the gleaming gold of the Sahara tint 
have special appeal for an exclusive clientele. 


A. H. HEISEY & COMPANY 
Newark, Ohio 
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Gifts That Entice 


ITH the arrival of hot weather, the re- 
tail jewelers’ customers will be found 
to be much more choosy and much more 


difficult to please than during milder season 
Particularly is this true since there are no spe- 





For the gift counter here is a fine selection of 
bracelets and necklaces made in the manner 
of the finest costume jewelry. They are made 
in various combinations to sell for less than $5 





This group shows a “Deauville” bag with para- 
sol of silk brocade to match. The midget 
parasol fits conveniently into the top of the 
underarm bag, and has a stunning knob handle 
of Galalith. They are priced at $35 retail 





This cigarette dispenser comes in green with a 
modernistic design on top. The cigarettes are 
put in by lifting the lid, and one cigarette comes 
out at a time when the sliding piece at the bot- 
tom is pushed in. This item sells for $2 


cial occasions for which gifts may be displayed, 
with the possible exception of graduations. For 
this reason your gift items must rely on clever- 
ness of make-up as well as attractiveness to 
the eye. 





A smart modernistic clock and picture frame, 

made of jade, gray agate and black onyx, set on 

Sterling silver and specially designed by a fa- 

mous European artist. The hands and numerals 
on the clock or made of gold 





Tropic heat and deep coql jungles are reflected 

in this trio of elephants, ‘which is appropriately 

called “Elephants’ Parade.’ They come in 

bronze finished metal with real ivory tusks and 
sell for $11 retail 





Here is a versatile ashtray. The metal acces- 
sories are silver plated with engine turned de- 
signs. The cigarette receptacle can be inter- 
changed for either a pipe rack or a match box 
holder. Priced at. $3.20 as shown, or $1.70 
without decorations 
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Gifts That Entice 


ITH the arrival of hot weather, the re- 
tail jewelers’ customers will be found 
to be much more choosy and much more 
difficult to please than during milder season. 
Particularly is this true since there are no spe- 





For the gift counter here is a fine selection of 
bracelets and necklaces made in the manner 
of the finest costume jewelry. They are made 
in various combinations to sell for less than $5 
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This group shows a “Deauville” bag with para- 
sol of silk brocade to match. The midget 
parasol fits conveniently into the top of the 
underarm bag, and has a stunning knob handle 
of Galalith. They are priced at $35 retail 





This cigarette dispenser comes in green with a 
modernistic design on top. The cigarettes are 
put in by lifting the lid, and one cigarette comes 
out at a time when the sliding piece at the bot- 
tom is pushed in. This item sells for $2 


cial occasions for which gifts may be displayed, 
with the possible exception of graduations. For 
this reason your gift items must rely on clever- 
ness of make-up as well as attractiveness to 
the eye. 





A smart modernistic clock and picture frame, 

made of jade, gray agate and black onyx, set on 

Sterling silver and specially designed by a fa- 

mous European artist. The hands and numerals 
on the clock or made of gold 
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Tropic heat and deep cool jungles are reflected 
in this trio of elephants, which is appropriately 
called “Elephants Parade.’ They come in 
bronze finished metal with real ivory tusks and 


sell for $11 retail 





Here is a versatile ashtray. The metal acces- 
sories are silver plated with engine turned de- 
signs. The cigarette receptacle can be inter- 
changed for either a pipe rack or a match box 
holder. Priced at $3.20 as shown, or $1.70 


without decorations 
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Carr Craft 


. this attractive vase of mottled pot- 
tery with a 24-karat gold plated mount. 
The mount is made doubly attractive by 
the gay hunting scene which is worked 
into it. It stands 8” high and the diame- 
ter of the base is 514". Priced to dealers 
at only $6.00, this product offers the same 
high margin of profit that has become 
associated with Carr Craft. Your order 
for No. 6111 will be given immediate 
attention. M. W. Carr & Company, Inc., 
West Somerville, Mass. New York Sales- 
room, Philip E. Ebb, Room 516, Fifth 
Avenue Bldg. Pacific Coast Salesrooms: 
Sunderland & Miller, 200 W. 5th Street, 
Los Angeles, Cal., or 153 Kearney Street, 
San Francisco, Cal. 


x Carr Craft * 


presents el 


GIFTS OF CHARACTER IN METAL 














To the lover of horses and dogs, these 
cocktail glasses will give many pleas- 
ing moments. They also come in the 
highball sizes with various decorations. 


Manufactured - Imported and Stocked by 


F. PAVEL & CO. 


15 WEST 37th STREET 
NEW YORK, N. Y. 


Own Glassworks, BOR-Haida, Czechoslovakia 


Send for latest leaflets 

















WELL CUT STEM WARE 


American _ Beauty 
decoration with 
green stems and 
feet. Beautiful de- 
signs in goblets, 
champagnes, wines, 
cocktails and sher- 
bets of grace and 
distinction. 


$4.75 per dozen. 


EBENEZER CUT GLASS CO. 
Ebenezer New York 


=] 














reece ee: 


‘Be JEWELERS’ CIRCULAR is a wel- 
come visitor to more than 12,000 
readers each week. Its counsel, in- 
spiration, and suggestions have 
been the means of bringing success 
and profit to thousands who gladly 
acknowledge the value and help The 
Jewelers’ Circular means to them. 
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WH cum Visit the Gift Shows 


Don't miss these opportunities to get New 
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Merchandising Ideas and Select New Stocks 


orative art and gift creations will be featured by 

the leading importers and manufacturers, are being 
planned for the next few months, and jewelers who al- 
ready maintain gift sections or who contemplate estab- 
lishing such departments should arrange to attend as 
many of the exhibits as possible. Starting in July, these 
shows will continue in many cities in the East, West and 


Gor shows, at which many new departures in dec- 


the growth of these exhibits it was found necessary to 
move to the Hotel Pennsylvania, where better accommo- 
dations are afforded the exhibitors and visiting buyers. 
Gifts and art objects of exceptional character will be 
exhibited by prominent manufacturers and importers at 
this show in August. After the show closes in New York 
the exhibitors will move their merchandise to Philadel- 
phia, where it will be shown to visiting buyers in the 
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South until September, and a visit 
to any one of them is certain to 
prove a liberal education in the mer- 
chandising of gifts and at the same 
time afford opportunity to select 
from the latest ‘offerings. 

Under the able supervision of 
George F. Little, 225 Fifth Avenue, 
New York, four shows will be staged 
in three different cities. Starting on 
July 7 and continuing through July 
18, the Chicago Lamp Show will hold 
forth at the Palmer House in Chi- 
cago. At the same hotel Mr. Little 
will have charge of the Eastern Man- 
ufacturers and Importers Exhibit 
from July 21 to Aug. 1. These two 
shows will terminate Mr. Little’s 
stay in Chicago, after which he will 
return East to prepare for the New 
York Art-in-Trade Show at the Ho- 
tel New Yorker. The first Art-in- 
Trade Show was held last February, 
and the beauty of the displays and 
the range of gift merchandise shown 
attracted widespread attention at the 
time. This second show, to be held 
from Aug. 18 to Aug. 29, is certain 
to attract a larger group of buyers 


from all parts of the country who will undoubtedly see 
one of the finest collections of gift merchandise ever as- 
sembled under one roof. The Associated Eastern Exhi- 
bition, to be held at the Hotel Statler in Boston, Mass., 
from Sept. 8 to 12, will conclude the program of shows 
Planned by Mr. Little for the summer and early fall 


months. 


The National Gift and Art Association, located in the 
Drexel Building, Philadelphia, has planned an excellent 
program of shows to be held within the next few months. 
The first show to be staged this summer by the National 
association will be held in the Hotel Pennsylvania, New 
York, starting Aug. 18 and continuing through Aug. 22. 
Until last February the National organization held its 
New York shows at the Hotel Imperial, but because of 








Gift Show Dates 


July 7-18, Chicago Lamp 
Show, Palmer House, Chicago. 

July 7-12, Gift and Art Show, 
Palace Hotel, San Francisco, Cal. 

Week of July 14, Southern 
Gift and Art Show, Atlanta Bilt- 
more Hotel, Atlanta, Ga. 

July 21-Aug. 1, Eastern Man- 
ufacturers and Importers, 
Palmer House, Chicago. 

Aug. 4-9, Chicago Gift Show, 
Stevens Hotel, Chicago. 

Aug. 18-22, National Gift and 
Art Association, Hotel Pennsyl- 
vania, New York. ; 

Aug. 18-29,  Art-in-Trade 
Show, New Yorker Hotel, New 
York. 

Aug. 25-29, National Gift and 
Art Association Hotel Adelphia, 
Philadelphia. 

Sept. 8-12, Associated Eastern 
Exhibitors, Statler Hotel, Boston. 

Sept. 8-12, National Gift and 
Art Association, Copley Plaza 
Hotel, Boston. 








Hotel Adelphia from Aug. 25 to Aug. 
29. The New England fall show of 
the National association will take 
place from Sept. 8 to 12 in the Cop- 
ley Plaza Hotel, Boston, Mass. 
Great preparations are being made 
for the ninth annual Chicago Gift 
Show, to be held at the Hotel Stevens 
from Aug. 4 to 9. Practically every 
corner of the globe will be repre- 
sented in the merchandise to be ex- 
hibited at this show. The first week 
in August is known in Chicago as 
“Show Week,” and while buyers are 
viewing gift and art merchandise 
at the Stevens, the annual jewelry 
show will be going on at the Hotel 
Sherman, while the Merchandise 
Fair will hold forth at the Coliseum. 
The fact that all these shows will be 
held at the same time, giving the 
visiting buyers an opportunity to 
inspect, without much travel or ef- 
fort, a wide variety of merchandise 
should be a special inducement for 
every jeweler who can do so to jour- 
ney to Chicago during “Show Week.” 
The gift show will be held under the 
auspices of the Gift, Art Wares and 


Novelties Association, Merchandise Mart, Chicago, and 
according to an announcement made recently at the head- 
quarters of the organization over 200 firms have already 
reserved exhibition space. 

The week of July 14 the Southern Gift and Art Show 
will be held at the Atlanta Biltmore Hotel, Atlanta, Ga. 


Two floors have been reserved in this hotel for the show- 





ing of many new gift creations. 

The Palace Hotel in San Francisco, Cal., will be the 
scene of the Gift and Art Show from July 7 to 12. 

The rapid development of these gift shows in the past 
few years is an indication of the growth in the demand 
for gifts among the public. Jewelers should take ad- 
vantage of this demand, so therefore should not miss an 
opportunity to attend these shows. 
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Hold Summer Frolic 





Members and Guests of the Maiden Lane 
Outing Club Enjoy Annual Summer 
Event at Staten Island 


For the second year in succession the 
weather man endeavored to upset the 
plans so carefully arranged for the an- 
nual summer event of the Maiden Lane 
Outing Club, but he was again thwarted 
when 130 members and guests defied the 
elements by journeying to Staten Island 
last Saturday where they enjoyed the 
annual outdoor frolic. 

The baseball game of course, was the 
big event of the day, and those who wit- 
nessed this contest, saw one of the best 
played games ever staged at any of these 
outings. For seven innings “Betz’s Busy 
Bees” battled with “Wirth’s Wallopers” 
with victory going to Betz’s aggregation. 
The final score was 10 to 8. This vic- 
tory gave the Betz nine the cup for the 
second time in a row. 

The quoits contest which always at- 
tracts a big entry, was won by the Nutt 
brothers—“Dave” and John. Second 
prize winners were John Poole and Wal- 
ter Martin; third, D. Flint and F. Peix- 
otto. The Nutt brothers were also 
awarded a silver pitcher as the winning 
team which they will hold until next year 
for competition. 

In the clock golf game D. Flint fin- 
ished first, the runners-up being Messrs. 
Poole, Altschul and Blanchard. The 
wheelbarrow race was won by the Salz- 
man brothers, while Wirth and Ander- 
sen finished second; Wientraub and 
Junke third. The winners in the chariot 
race were: Halparn, Asch and Halparn; 
Junke, DeLasoille and Wientraub; Betz, 
Wirth and Andersen. The potato race 
was another hotly contested affair in 
which A. Halparn finished first, Al Betz 
second and L. Halparn third. 

The bowling contest brought out many 
experts at the game as well as a few 
“has beens.” “Billy” Underwood rolled 
the best game, scoring close to 200 pins 
for first prize. Messrs. Solomon and 
Edinger finished second and third re- 
spectively. Frank Rydstrom was fourth 
prize winner. 

Although the picnickers had _ been 
“diving” into the sandwiches and liquid 
refreshments placed out under a tree 
on the picnic grounds, all day, they were 
ready when the call for dinner was 
sounded at 5.30 o’clock. While the as- 
semblage stood “Bill” Peck the chairman 
of the Outing Committee read the names 
of the departed members. During the 
serving of the dinner the names of the 
prize winners were read and the prizes 
were distributed. A telegram from Jack 
Keenan of the Illinois Watch Cc., was 
also read and shortly after a telegram 
was dispatched to Ben Staufenberger, 
who is now in Tucson, Ariz. 

The best prize of the day, a beautiful 
Illinois wrist watch, was won by John 
Brantman in a contest held in the din- 
ing room. Other beautiful prizes were 
also awarded in this contest. An enjoy- 
able program of entertainment followed 
the dinner. 
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The committee in charge consisted of: 
“Bill” Peck, chairman; Ted Coords, Ar- 
thur Cooperman, Louis Frank, James 
Theise and Norman Ulrich. The com- 
mittee which will be in charge of the 
1931 outing is made up of the following: 
“Dick” Flint, chairman; Julius Knapp, 
John Wirth, Sol Gordon, Ross Donald- 
son and Sam Breger. 








New York Jewelers Golf Association 
Holds Summer Tournament on 
New Jersey Links 


A rainfall which started shortly be- 
fore noon last Monday failed to hinder 
the members and guests, who earlier in 
the morning traveled to Oradell, N. J., 
to participate in the summer tournament 
of the New York Jewelers Golf Associa- 
tion. All during the day 75 members and 
guests battled on the links of the Hack- 
ensack Golf Club for high scores and 
attractive prizes. In the evening the 
golfers enjoyed dinner and an excellent 
program of entertainment after which 
the prizes were distributed. The next 
tournament will be held in Westchester 
County, New York on Monday, Sept. 8. 

As usual play started shortly after 
9 a. m. and as quickly as each four- 
some completed 18 holes they returned to 
the clubhouse for luncheon. In the after- 
noon the players were frequently 
drenched by the numerous showers which 
slowed up the play and added to the dis- 
comfort of the golfers. 

The prize winners were as follows: 
Low net, 36 holes, Al Grabhorn; low 
gross, Al Morell; second low net, John 
Sommers; second low gross, Al Oster- 
wald; low net, Class A, R. W. Johnston; 
low net Class B, J. R. Bares; low net, 
Class C, W. V. Laureno; second low net, 
Class A, 36 holes, A. E. Merry; second 
low net, Class B, D. Brokaw; second low 
net, Class C, A. Graham; third low net, 
Class A, S. Demarest; third low net, 
Class B, W. Downs and third low net, 
Class C, Charles Conant. The guest 
prize was won by J. A. Whelan, while 
the booby prize went to H. Ulmer. 

The entertainment for the evening 
was furnished by Bert Betteridge and 
Cliff Miller, members of the club, .aided 
by six acts of professional talent. 
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DESIGN BY BASSET IN “LA PERLE” 
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Another Merger 





Maier & Berkele, Inc., Atlanta, Ga, } 
comes Affiliated with Gorham, Ine, 


ATLANTA, GA., June 5.—Announe. 
ment was made yesterday of the affilig. 
tion of Maier & Berkele, Inc., one of 
Atlanta’s oldest established jewelry 
firms, with Gorham, Inc., of New York 
The new corporation will continue jp 
its present place of business under the 
name of Maier & Berkele-Gorham, Ine. 

As a result of this affiliation, brought 
about at the instance of the Atlant, 
jewelers, Maier & Berkele-Gorham, Ine, 
becomes an associate company with 
Black, Starr & Frost-Gorham, Inc., of 
Fifth Ave., New York, and Spaulding. 
Gorham, Inc., of Chicago, with their 
branches in Paris, Palm Beach, South. 
ampton and Evanston. 

Details of the transaction were con. 
pleted between H. A. Maier, president 
of Maier & Berkele, Inc., and E. ¢, 
Mayo, president of Gorham, Inc. Mr, 
Mayo is president of the new corpora 
tion and Mr. Maier retains his financial 
interest in the new firm and serves with 
Mr. Mayo on the board of directors, 
Other members of the board of directors 
are F. J. Paxon, president of Davison- 
Paxon, Atlanta; H. J. Fuller, New York; 
Alfred K. Potter, Providence, R. I; 
Witnerbee Black and Edward Krehbiel, 
of New York. 

In announcing his retirement from 
active interest, Mr. Maier stressed that 
the identity of the firm of Maier & 
Berkele would not be lost and that the 
management of Maier & _ Berkele 
Gorham, Inc., would be by Atlanta men 
headed by W. A. Haygood as general 
manager. The present personnel of 
Maier & Berkele will be retained and 
in addition S. T. Hilsman and W. A. 
Haygood, of the firm of Hilsman- 
Haygood, Inc., will be active on the staff. 
It is coincident that the final signing of 
this transaction took place on H. A. 
Maier’s 66th birthday and the 43rd an- 
niversary of his entry into Atlanta retail 
business. 

In 1887 Mr. Maier started in business 
at 93 Whitehall St. and in 1890 was 
joined by John Berkele when the firm 
of Maier & Berkele was located at the 
same address. In 1928 the firm moved 
to the present location at 111 Peachtree 
St. 
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Worcester, Mass., Jewelers and 
Watchmakers Meet and Elect 
Officers 
WORCESTER, Mass., June 9. — The 


Worcester Watchmakers and Jewelers 
Association elected officers at a business 
session held recently. Dinner was served 
before the members held their meeting. 
The officers elected are as follows: 
President, Paul C. Tasse; vice-president, 
Roland Lindberg, secretary, Edward 
Bogage and treasurer, Roul A. Jacques. 








The jewelry store of Joseph Zelinsky, 
160-162 Milwaukee St., Elgin, IIl., was 
recently damaged by fire. 
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NEW YORK NOTES 





S. & B. Lederer Co., 9 Maiden Lane, 
has moved from Room 1301 to Room 801, 
the same building. 

Announcement has been made that 
Walter E. Morrell is now associated with 
A. Candas, Inc., 7 W. 45th St. 

A. S. Najjar, manufacturer, has 
moved from 151 Norfolk St., and is now 
located in new quarters in Room 1003, 
145 W. 45th St. 

§. Pollack, manufacturing jeweler, 
announces his removal in the near future 
from 75 Forsyth St. to larger quarters 
at 68 Forsyth St. 

Saul Kaufer, of Kaufer Bros., 64 W. 
48th St., sailed on the Majestic last 
Friday to visit the diamond markets of 
Antwerp and Amsterdam. 

Henry J. Bronks, formerly manager, 
and Paul Almo, formerly salesman for 
J. Macher, are now associated with Louis 
Manheimer & Bros., Inc., 20 W. 47th St. 

Members of the trade are extending 
their sympathy to John A. Malcolm, 10 
W. 47th St., New York representative 
for the H. E. Heacock Co., Inc., Manila, 
Philippine Islands, who recently suffered 
the loss of his wife. 

Morris S. Claar, of Claar Bros., 10 
W. 47th St., sailed for Europe last 
Friday on the Ile de France, accom- 
panied by his mother, Mrs. Yetta Claar. 
While abroad Mr. Claar will visit the 
European diamond markets. 

J. Wasserstrom of Tancer & Wasser- 
strom, importers of diamonds, 48 W. 
48th St., sailed for Europe yesterday 
(Wednesday) on the Deutschland. He 
was accompanied by Mrs. Wasserstrom, 
and plans to combine a business and 
pleasure trip. 

H. B. Ostrowe, trading as Ostrowe, 
Inc., manufacturing jeweler, formerly at 
9 Maiden Lane, announces the opening 
of his new retail store in the Alamac 
Hotel building, 2052 Broadway. He will 
offer at the new establishment a com- 
plete line of jewelry. 

Milton A. Fuller, vice-president of the 
Greenleaf & Crosby Co., Inc., Palm 
Beach, Fla., sailed from this city last 
Saturday for Europe. Mr. Fuller plans 
to visit jewelry centers on the continent 
and will probably return in the early 
part of September. 
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E. S. Feinstein & Co. in conjunction 
with H. Solow, both of 9 Maiden Lane, 
have purchased the complete stock of 
women’s diamond watches, gold and 
filled, and women’s gold and _ filled 
watches, also movements and cases, from 
the B. & L. Watch & Jewelry Co., 62 
W. 47th St., successor to the Best Watch 
Co. 





F. C. Beckwith, vice-president of the 
Hamilton Watch Co., sailed June 4 on 
the steamship America for Europe. Mr. 
Beckwith will visit France, England and 
Switzerland on this business trip. He 
will be accompanied on most of his 
travels by Arthur Wadsworth, vice-pres- 
ident of the Wadsworth Watch Case Co., 
Dayton, Ky. 

A meeting of the Brooklyn Retail 
Jewelers’ Association wi!l be held tonight 
(Thursday) in Room 71, 12 Nevins St., 
Brooklyn. Reports of the delegation at- 
tending the State convention at Utica 
will be heard and other important busi- 
ness attended to. Following the business 
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session there will be a social hour at 
which refreshments will be served. 

Miss Lillian V. M. Hilander, designer 
for Wm. A. Rogers, Ltd., of Niagara 
Falls, N. Y., sailed on Friday from New 
York, on the Majestic for an extensive 
trip through France, Belgium, Holland 
and Germany. She will witness the 
Passion Play in Oberammergau and 
then go to Denmark and Sweden. Miss 
Hilander is to combine pleasure and 
business, making a study of art as 
applied particularly to silverware in the 
various countries—also attending the 
Arts and Crafts Exposition in Stock- 
holm, Sweden. 

The monthly meeting of the Executive 
Board of the Retail Jewelers Association 
of New York was held last Friday eve- 
ning at the Hotel Astor, with Chairman 
A. Landau presiding. Mr. Landau, who 
attended the State convention at Utica 
as official representative of the Board, 
read his report covering the important 
features of the convention. This report 
met with unanimous approval. Phineas 
Peters, secretary of the Board, spoke of 
the letters that had been received by the 
different associations from Charles T. 
Evans, secretary of the American Na- 
tional Retail Jewelers Association, re- 
garding the convention of that organiza- 
tion to be held at the Hotel Pennsyl- 
vania, Sept. 14 to 19, requesting that 
each of the New York associations dele- 
gate 12 of their members to act as wel- 
comers to the out-of-town jewelers com- 
ing to the convention. Sol Reichgott, 
president of the Metropolitan Associa- 
tion, brought up the subject of Sabbath 
Law violations, mentioning specifically 
those stores open on Sunday that sell 
clocks and watches. At the suggestion 
of Chairman Landau, it was decided that 
Counselor Greenberg write a letter to 
Police Commissioner Mulrooney regard- 
ing this matter. After this, cufflink and 
scarf pin inspection was held, to see if 
any jeweler present had neglected to 
wear these articles which had been made 
obligatory at the last meeting. It was 
found that Mr. Reichgott, and Mr. Fer- 
kin, of the Bronx association, both had 
omitted cufflinks, and these gentlemen 
were forthwith fined 50 cents apiece, as 
the fine which had been decided upon. 
Following this, the meeting came to a 
close. 

Judge Donnellan in General Sessions 
last week reserved decision on a motion 
of counsel for the Archduke Leopold of 
Austria for an inspection of the min- 
utes of the grand jury which indicted 
his client on April 23 as a participant 
in the alleged theft of the $400,000 dia- 
mond necklace, the property of the 
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Archduchess Marie Therese of Austria. 
Counsel for the Archduke contended that 
his client was not involved in the al- 
leged theft, and was merely present at 
the time of the transaction in order to 
authenticate the historical value of the 
necklace, for which service he was paid 
a commission. It was further claimed 
that the Archduke took no part in the 
sale of the necklace, his only activity 
being that of identifying the necklace as 
what it was represented to be by Col. 
Townsend, emissary of the Archduchess 
Marie Therese. Assistant District At- 
torney Maloney opposed the motion with 
the statement that the indictment was 
justified by the facts presented to the 
grand jury and would be sustained at 
a trial. 

Irving Baum, 48 W. 48th St., returned 
to this country last Monday on the Le- 
viathan after a two months’ visit to the 
European diamond markets. 

The Maiden Lane Fishing Club started 
its summer activities on ‘Tuesday, June 
3. The good ship Natant is still doing 
service for the club which has been in ex- 
istence for several years. 

After a trip of two months abroad, 
during which he visited the foreign dia- 
mond markets, David Rothschild, dia- 
mond importer, 48 W. 48th St., returned 
to this country several days ago on the 
Ile de France. 

The report to stockholders of the 
Bulova Watch Co. for 15 months term- 
inating March 31, 1930, has just been 
issued. In addition to the regular finan- 
cial statements, announcement is made 
in the report that since the first of the 
year, the company’s shipments have in- 
creased more than 17 per cent over those 
of the first five months of last year. 

Members of the trade and friends are 
extending their condolences to Harry C. 
Larter, of Larter & Sons, 15 Maiden 
Lane, who recently suffered the loss of 
his daughter, Mrs. Elizabeth Cox. She 
died last Friday morning after a brief 
illness. Funeral services were held 
from the home of Mr. Larter, 605 Mt. 
Prospect Ave., Newark, N. J., Monday 
afternoon. 

An involuntary petition in bankrupt- 
ty was filed last Monday against Frank- 
lin E. Karples, Inc., 604 Fifth Ave., by 
Jasie & Solomon, attorneys for the cred- 
itors. The petitioning creditors and the 
amounts of their claims are: Albert J. 
Sequeira & Son, $241; Sol Van Wezel, 
Ine, $548; Archie Cohen, $361. The 
Irving Trust Co. has been appointed as 
teceiver. The liabilities are given as 
approximately $35,000, while the assets 
amount to about $7,000. The bankruptcy 
Petition supersedes an assignment exe- 
cuted for the benefit of creditors, filed 
last. week. 

Edward A. Bradnac, formerly of 
Squires & Bradnac, 21 Maiden Lane, 
who recently pleaded guilty to a misde- 
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meanor charge, was given a suspended 
sentence when brought before Judge Le- 
vine in the Court of General Sessions 
last Tuesday. Mr. Bradnac, it is under- 
stood, has made restitution to all of the 
firms and individuals from whom he re- 
ceived merchandise on memorandum. Mr. 
Bradnac was originally indicted on 
three charges of grand larceny and it 
was erroneously reported in these col- 
umns last week that he had pleaded 
guilty to these indictments. As a mat- 
ter of fact the charges made in the 
indictments were reduced to a charge of 
misdemeanor to which Mr. Bradnac 
pleaded guilty. The partnership hereto- 
fore existing between Robert N. Squires 
and Edward A. Bradnac, 21 Maiden 
Lane was dissolved as of April 1, ac- 





cording to an announcement made sev- 
eral days ago. Mr. Squires will continue 
the business under his own name and at 
the same address and has assumed all 
obligations of the concern. 

The doors of the new Lambert Bros. 
store were opened to the public last 
Friday morning. The new store is sit- 
uated on the corner of 60th St. and Lex- 
ington Ave. At present the establishment 
is occupying the first and second floors 
of the building, and including the base- 
ment, takes up a floor space of 10,000 
square feet. The store is decorated in a 
conservative manner, with attractive 
walnut fixtures, and modernistic lighting 
effects. On the street floor is displayed 
jewelry, while the second story is de- 
voted entirely to gifts and silverware. 
Five armored cars, two police captains 
and a detachment from Police Head- 
quarters, were in attendance June 4 
when removal of the stock from the old 
store at Third Ave. and 58th St., to the 
new address took place. The formal 
opening of the store has been postponed 
until the fall, when appropriate cere- 
monies will be held. This celebration 
was delayed due to the recent death of 
August V. Lambert, founder of the busi- 
ness. His two sons, Victor A. and Henry 
L. Lambert are now conducting the busi- 
ness. 

Barnett Cantor, the only living organ- 
izer of the New York Jewelers Benev- 
olent Association, was the guest of honor 
on Tuesday evening, June 3, at a testi- 
monial dinner given by members of the 
organization. Approximately 350 jew- 
elers and their friends gathered in the 
meeting rooms in the Proctor Theatre 
building on 58th St., to honor Mr. Can- 
tor, who during the evening was eulo- 
gized in several speeches and then pre- 
sented with a watch donated by the 
Elgin National Watch Co. which was 
suitably engraved. The speakers in- 
cluded: A. Landau, president of the 
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Bronx Retail Jewelers Association; A. 
Wolf, former head of the Metropolitan 
Retail Jewelers Association; Samuel 
Feldman, vice-president of the New York 
State Retail Jewelers Association and 
Louis Friedlander, an ex-president of the 
benevolent association. Adolph Pusrin, 
past president of the organization acted 
as master of ceremonies at the dinner. 
The presentation of the watch was made 
by President Jack Goldstein. In accept- 
ing the gift Mr. Cantor made a few brief 
remarks after which an entertainment 
program was enjoyed. 








Attempted Burglary in Bronx Leads 
to Arrest of Two Men 


The vigilance of a patrolman while 
walking on his beat on Wilkins Ave., 
Bronx, New York, led to the arrest of 
two men charged with the attempted 
robbery of Ronald Bloom’s jewelry store, 
1308 Wilkins Ave., last Monday morn- 
ing at 2.30 o’clock. 

Officer William O’Brien saw the faint 
reflection of a man’s face in a mirror at 
the back of a book store adjacent to the 
jewelry establishment. He walked on 
until he reached the corner where were 
stationed two other policemen, William 
Hart and Joseph Brady. The three re- 
turned to the book store and two of the 
patrolmen climbed to the roof, O’Brien 
remaining on the ground. Suddenly 
three men dashed out of a shoe store on 
the other side of the book shop, running 
in different directions. The three offi- 
cers opened fire at once and one of the 
men fell, badly wounded; the others 
escaped, 

The wounded man, who gave his name 
as Max Lederer, 47, of 383 Madison St., 
New York, was taken to the Lincoln 
Hospital. The second arrest was’ made 
later when a man found near the scene 
of the affair was unable to account for 
his presence. He said he was Dan Hay- 
den, of 104 W. 82nd St., and was held at 
the Simpson St. station, Bronx on 
suspicion. 

Investigation proved that the burglars 
had entered the shoe store, apparently 
early in the evening, by forcing a side 
door, then burrowed their way through 
a side wall into the bookshop. From 
there they continued by digging through 
the wall of the jewelry store and then 
ripping open the safe. They were in the 
act of escaping with rings, watches and 
diamonds when spotted by Patrolman 
O’Brien, and they dropped every bit of 
the loot, for which they had worked six 
hours, according to the police, in their 
mad effort to escape. 








The Royal Diamond & Watch Co., a 
national concern, has signed a lease to 
occupy two stores fronting on Broad and 
Jersey Sts., Elizabeth, N. J. The stores 
will be connected in the rear. The con- 
cern has offices in the Bender building, 
Elizabeth, at present, and will move to 
the new quarters as soon as alterations 
have been completed. 












PROVIDENCE 


The next meeting of the directors of 
the Manufacturing Jewelers’ Board of 
Trade will be held at the Turks Head 
building, this city, on Friday, June 20. 

Peter Valeto, 20 years of age, died at 
the Rhode Island Hospital the past 
week of injuries received when his arm 
was lacerated by a circular saw at the 
United Wire Supply Co., 1497 Elmwood 
Ave. It was not thought at first that 
his injuries were of a critical nature. 

The retail trade board of the Provi- 
dence Chamber of Commerce has recom- 
mended to all retail merchants through- 
out this city that the usual Wednesday 
half-holiday during the summer months 
be increased to a full holiday and that 
stores close all day on Wednesday, be- 
ginning June 25 and continuing until 
and including Aug. 27. 

Mrs. Mary E. Place, widow of Oscar 
E. Place, died last week at her home 
in Hillsgrove. She had been president 
of the manufacturing jewelry concern 
of the Oscar E. Place & Sons Co., Inc., 
since the death of her husband some four 
years ago. She is survived by two sons, 
Adelbert E., and Alpheus E., who are 
associated with the business. 











NEW ENGLAND 


Window smashers recently took 80 
watches valued at $1,100 from Sharf- 
man’s Inc., 30 Front St., Worcester, 
Mass. It was the fourth break of the 
kind at the store in the past 15 years. 

Michael, Inc., South Norwalk, Conn., 
has been newly incorporated under the 
State laws of Connecticut, and will deal 
in jewelry and kindred lines of mer- 
chandise to retail trade. Leo Michaels 
of New Haven, Conn., ‘is head of the 
new corporation. 

A wrist watch valued at $80 was taken 
from the jewelry store of Rosario Du- 
bois, 276 Lisbon St., Lewiston, Me., re- 
cently, when the proprietor was vic- 
timized by a pair of well dressed stran- 
gers, one of whom pocketed the watch 
while the other attracted the jeweler’s 
attention. 

The jewelry store of Charles F. Hickey 
at 37 Amesbury St., Lawrence, Mass., 
was badly damaged by fire recently 
when a blaze of undetermined origin 
swept through the storeroom and stock 
departments. Most of the damage was 
caused by smoke and water. The loss is 
fully covered by insurance. 

The Wilder Watch Co., Waltham, 
Mass., has been organized to deal in 
clocks and watches of all kinds, with a 
capital stock of 2000 shares common, no 
par value. The directors are: President, 
Carl F. Schlipper, Jr.; treasurer, Mrs. 
Bessie J. Langhorne, 161 Devonshire 
St., Boston, Mass., and Ralph G. Boyd. 

Frank T. Dowd, former member of 
the optical firm of Wald & Dowd, located 
in the Y. M. C. A. building, Main St., 
Southbridge, Mass., has assumed new 
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duties as superintendent of the South- 
bridge division of the Webster & South- 
bridge Gas & Electric Co., and general 
sales manager of the Webster-South- 
bridge District. 

Russell I. Ferguson, member of the 
southern states sales force of the In- 
ternational Silver Co., of Meriden, Conn., 
is spending a vacation with his parents, 
Mr. and Mrs. Robert P. Ferguson, 
Church St., Ware, Mass. Upon his re- 
turn to the southern states he will 
establish a branch in Atlanta, Ga., where 
he will be located. 

A. Atkins & Son, Inc., Roxbury, Mass., 
proprietors of a retail jewelry business, 
has been incorporated with a capital 
stock of $5,000. There are 50 shares of 
preferred stock with par value of $100 
each. The directors are: President and 
treasurer, Abraham Atkins, 97 Hutch- 
ings St., Roxbury; Samuel Atkins and 
Mrs. Tillies Atkins. 

The Moore Novelty Co., 33 Wyman 
Terrace, Arlington, Mass., has been in- 
corporated with a capital stock of 100 
common shares, without par value. Hu- 
bert L. Moore, 383 Wyman Terrace, 
Arlington, is president and treasurer of 
the new corporation. A. M. Broome and 
I. O. Moore are directors of the concern. 
The company will deal in jewelry and 
novelties of every description. 

The firm of Royce & Houghton, jewel- 
ers and stationers, Main and Congress 
Sts., St. Albans, Vt., will retire from 
business about June 30. The entire stock 
and fixtures will be sold during the next 
two months. E. H. Royce has been in 
business at this location since Sept. 1, 
1909, when he took over the business of 
R. A. Brush. Last September the firm of 
Royce & Houghton was formed. 

Don H. Johnson, for nearly 18 years 
with the Dennison Mfg. Co., during 
which time he called on the retailers, 
and for nine years before that with a 
manufacturing jewelry and silverware 
concern in Providence, R. I., has re- 
signed his position to become vice-presi- 
dent and treasurer of the firm of Clark 
& True, Inc., retail jewelers, 276 Main 
St., Middletown, Conn. The business, 
which was owned by the late George W. 
True, has been incorporated with the 
following officers: President, James A. 
Masterson; vice-president and treasurer, 
Don H. Johnson, and secretary, Ralph E. 
Johnson, son of the latter. The direc- 
tors are Elton E. Clark and Burton B. 
Doolittle. Mr. Masterson as head op- 
tometrist has been associated with 
Clark & True for nearly 24 years. He 
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is a past president of the Optometristy 
Association of Connecticut. The reop. 
ganized firm was incorporated with 6009 
shares, par $10, of which 5400 have been 
paid in. 

While the only clerk in the store was 
in the basement getting a box in which 
to pack some merchandise, two thieves 
recently stole two trays of precious 
stones valued at $1,800 from the jewelry 
store of E. L. Morin, Bristol, Conn. In 
the trays were six diamond solitaire 
rings and three dinner rings set with 
sapphires. Mr. Morin described one of 
the crooks as being about 5 feet 10 inches 
tall, weighing 140 pounds, 24 years old, 
having a light complexion and a long, 
thin face. He wore a dark brown over. 
coat and a gray hat. The other thief, 
according to Mr. Morin, was short and 
dark, about 34 years old, and wore a 
gray suit and hat. 


BOSTON 


J. Edward Shay, traveling salesman 
for the Thomas Long Co., was in an 
automobile accident last week. While 
driving in New York State he swerved 
to avoid collision with another car and 
turned his car over. He was taken in 
an unconscious state to a nearby hospital 
and remained in that condition for nearly 
three days. 

Funeral services were held last Fri- 
day for Herman G. Smith, formerly an 
employe for many years at the Waltham 
watch factory. He was a member of 
the watch factory band for years, of the 
Waltham Musical Club, the Camera 
Club and the Massachusetts Protective 
Association of Musicians, Burial took 
place in Sudbury where he was born 
59 years ago. 

A trick to obtain jewelry by fraud 

was uncovered by employes of Frank 
A. Andrews, Inc., 276 Washington St. 
last week. But for the suspicion of em- 
ployes, a well-dressed woman who repre- 
sented herself as an old employe of a 
Boston bond house would have secured a 
$500 sapphire ring in exchange for a 
bad check. After choosing the ring she 
promised to come back with a certified 
check. She did return, but with the 
story that the bank was closed. The 
clerk refused to accept anything but a 
certified check. It developed later that 
the woman had given a fictitious name 
and address. 

Howard A. Whittum, of the Thomas 
Long Co., his wife, two daughters and 
mother-in-law were severely injured in 
an automobile crash on Memorial Drive, 
Cambridge, when a taxicab crashed into 
their car June 3. Mr. Whittum and all 
his companions were rushed to the New- 
ton Hospital where it was found that 
one daughter had a broken leg, the 
mother-in-law concussion of the brain, 
the wife and another daughter bruised 
and lacerated, and Mr. Whittum’s right 
eye blinded. A piece of the pupil was 
flicked out, and whether the sight will 
be restored is questionable. All are still 
in the hospital 
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CHICAGO NOTES 





The Rose Jewelry Co., 7158 W. Grand 
Ave, was held up recently and robbed 
of merchandise valued at about $5,000. 
The loss is fully insured. 


Percy D. Lucas, representing Schumer 
Bros., left recently for Columbus, Ohio, 
where he will visit his trade before 
making other eastern cities. 

Sympathy was extended to Louis Litt, 
of the L. Litt Jewelry Co., W. Wash- 
ington St., on account of the death of 
his father, which occurred last Thurs- 
day. 

Arthur Loeber and Henry Miller of 
Lebolt & Co., left last week on an auto- 
mobile tour through the South. They 
will visit places of interest, returning to 
Chicago by July 1. 

Anton P. Okonn, retail jeweler, 3403 
N. Paulina St., was the victim of window 
smashers early one morning recently. 
Watches and jewelry to the value of 
$250 were taken. 

Edward Vail, formerly owner of Ed- 
ward Vail & Co., and more recently of 
the Vail-Shipley Co., Valparaiso, Ind., 
spent the past week in Chicago visiting 
with friends and relatives. Mr. Vail is 
now engaged in the banking business. 

William Lambrecht & Son, 1956 Mil- 
waukee Ave., prominent jewelers of the 
west side had their store window 
smashed with a brick last week. The 
window was broken early in the morning 
and only fountain pen sets were taken. 
The loss amounted to about $100. 


Maurice Adler, retail jeweler, located 
at 5 S. Wabash Ave., was petitioned 
into bankruptcy last Friday by Rosen- 








berg, Braude & Zimmerman for petition- 
ing creditors. Assets are estimated 
about $3,000 with liabilities at about 
$3,000. 

E. H. Camp, watchmaker to the trade 
with offices in Suite 1104 Heyworth 
building, broke a bone in one of his 
ankles last Sunday while playing tennis. 
Mr. Camp was confined to his home for 
the past week and is now able to spend 
a few hours each day at his office. 

W. G. Peacock, of C. D. Peacock, Inc., 
has sufficiently recovered from his re- 
cent illness to permit him to spend a 
few hours each week at his desk. Mr. 
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Peacock will not resume active duties 
until the fall, but will spend the entire 
summer recuperating. About two months 
ago he underwent a major operation. 
The Capitol Clock Corp., 235 W. 23rd 
St., New York, announced that it has 
opened a salesroom in the new Merchan- 
dise Mart building, 222 N. Bank Drive 
in this city, where the full line will be 
on display in charge of the Feinberg 
Slohm Sales Co., sales representative. 





Sympathy from members in the trade 
was extended to Fred Haller, Chicago 
manager for the Arnold & Steere Co., 
on account of the death of his father. 
Mr. Haller had been seriously ill ior 
about two weeks. Funeral services were 
held last Thursday afternoon from the 
Chape! at 4147 Broadway. 

J. P. Beckmann, diamond buyer and 
George M. Brasch, special representa- 
tive for the Norris, Alister-Ball-Bridges 
Co., returned to, their desks last week 
after spending the past six weeks in 
Europe. Mr. Beckmann and Mr. Brasch 
spent all of their time in looking over 
the diamond markets and attending to 
business. 


Peter Lambusta, president of the 
Crescent Ring Co., Newark, N. J., ar- 
rived in Chicago last week to visit with 
their Chicago representative, Howard C. 
Rowbotham. Mr. Lambusta left here for 
the Middle West and South where he 
will call on the trade for a couple of 
weeks. He will then return to Chicago 
for a few days before leaving on a trip 
through the North West. 


Frederick M. Simons of the Simons 
Bros. Co., Philadelphia, stopped off in 
Chicago last week to spend several days 
here visiting with his nephew, George 
Simons, Chicago manager for this con- 
cern and a member of Hood & Simons, 
manufacturers’ representatives with 
headquarters in the Pittsfield building. 
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Mr. Simons has just returned from Cin- 
cinnati where he attended the general 
assembly of the Presbyterian Church. 

Peter J. Plein, who was injured in a 
fire which occurred in the stock room 
of the Jeffrey Jewelry Co., 4 S. State 
St., on May 27, unfortunately contracted 
pneumonia and died as the result at St. 
Luke’s Hospital on Saturday of last 
week. Mr. Plein was an employe of the 
Jeffrey Jewelry Co., and had been with 
the concern for the past 16 years. He 
entered their service as an errand boy, 
and through conscientious ability, had 
reached a position of importance. He 
was 30 years of age and leaves a widow 
and infant daughter. The Jeffrey 
Jewelry Co. suspended business at both 
of its stores, 4 and 204 S. State St., 
out of respect to Mr. Plein and to afford 
the employes an opportunity to attend 
the funeral. 


DETROIT 


Mrs. Thomas Walsh, 83 years old, 
widow of a pioneer jeweler of Detroit 
and Port Huron, died on June 1 at her 
home in Port Huron, following a week’s 
illness. 

The Industrial Diamond Co., importer 
of diamonds for industrial purposes, has 
recently moved into new quarters at 1342 
Vernor Highway, Detroit. This com- 
pany was formerly located in the Charle- 
voix building. They also manufacture 
diamond tools. The new building, which 
was especially designed for the com- 
pany, is of brick and concrete, contain- 
ing 24,000 square feet of floor space. 
F. W. Wiley is president; R. W. Wiley, 
vice-president, and H. G. Goddard, secre- 
tary. 

Rolshoven & Co., one of the oldest 
retail jewelry organizations in Detroit, 
after a number of weeks of remodeling 
and expansion, opened its new store on 
Washington Boulevard and Park St., on 
June 3. The company had ceased all 
business for a time in order to complete 
its program of expansion. It now has 
one of the most beautiful retail jewelry 
stores between New York and Chi- 
cago. With the additional space, Mr. 
Rolshaven now has 2100 square feet of 
floor space. The entire place is new 
from fixtures to merchandise. 














EVANSVILLE 


The Star Jewelers, Inc., Gary, Ind., 
with a capital stock of 100 shares hav- 
ing a par value of $100 each, have filed 
articles of incorporation with the secre- 
tary of state at Indianapolis. The object 
of the corporation is to conduct a store 
for the manufacturing, buying, selling 
and dealing in watches, silverware, jew- 
elry and radios. The incorporators are 
Sydney M. Krevitz and Minnie Krevitz. 

Local retail jewelers say the trade out- 
look is a little better than it was a week 
or so ago and they are looking for a 
better business in June than they en- 
joyed during the month of May. Gen- 
eral business conditions are improving. 
Collections are slightly better than they 
were at the first of the present year. Re- 
ports from rural communities are to the 
effect that farmers are unusually busy. 








CINCINNATI 


The litigation between the Warren 
Telechron Co. and the Kodel Electric & 
Mfg. Co. involving patents on electric 
clocks will not be heard until the October 
term of the United States District Court. 
The case had been set for June 23 but 
upon stipulation of counsel an entry was 
filed by Judge Robert R. Nevin ad- 
vancing the case. The litigation in- 
volves alleged patent infringements on 
electric clocks. 

A Negro with three aliases was 
arrested in Cincinnati and returned to 
Hamilton, Ohio, near this city to answer 
a charge of burglary. The prisoner 
was taken into custody only after a 
severe struggle with three detectives at 
Sixth St. and Central Ave., where a 
number of used jewelry stores and loan 
offices are located. He had been trailed 
by the police for a week as he was dis- 
posing of watches which are said to have 
been stolen from a jewelry store in 
Hamilton. He admitted selling the 
watches but denied that he smashed the 
window of a jewelry store in the other 
city. 

The temporary selection of officers of 
the Retail Jewelers Association of Cin- 
cinnati made last month was made 
permanent at the June meeting held at 
the Hotel Alms, Thursday evening. The 
same officers will remain in office but the 
terms of each were changed somewhat 
so that the tenure will be from one to 
three years. Henry Von Unruh is to 
be president and will hold office for three 
years. Frank J. Johnson, vice-president, 
was reaffirmed for his office for one year 
while O. B. Wise, secretary and C. B. 
Bockenstette, treasurer, will hold their 
offices three years. The original five 
directors were reelected, three of them 
serving two years and including: Elmer 
T. Herzog, Clifford Simper and E. 
Gordon Oskamp. The other two, George 
Ganster and Lawrence Herschede will be 
on the board one year. The afore- 
mentioned officials were elected tempo- 
rarily when a complete reorganization 
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was effected by the retail jewelers a 
month ago. The association not only 
changed its entire personnel but also 
decided to meet at least once a month 
to discuss business problems and take up 
legislative matters. 








MILWAUKEE 


“Joe Grandlic, local retail jeweler, 
has left Milwaukee for a summer trip 
to Europe. Mr. Grandlic plans to tour 
in various sections of Europe and will 
return in September. 

Among retail jewelers in the State 
who called at local wholesale houses 
during the past week are: W. Earl 
‘Trauger, Racine; Frank Niesen, Port 
Washington, and a representative of 
Schneider Bros., Burlington. 

Bloedel’s jewelry store, 215 Wisconsin 
Ave., which has been established in this 
city since 1868, has lost its lease to the 
S. S. Kresge Co., and is being forced to 
vacate. At the present time it is holding 
an extensive closing out sale. As soon 
as the concern finds a suitable location, 
preferably on Wisconsin Ave., it plans 
to reopen. F 

Harry G. Blum, formerly manager of 
the Max A. Kohen jewelry store at 
Madison, Wis., has opened a new store 
of his own at 308 State St., Madison. 
The new establishment will be under the 
management of Leo V. Anderson, of 
Madison. Mr. Blum was recently elected 
to the board of directors of the Madison 
Association of Commerce. 

A check on retail buying in Milwaukee 
indicates a highly favorable condition, 
according to Fred S. Krieger, of the re- 
tail division of the Milwaukee Associa- 
tion of Commerce. Mr. Krieger said that 
during the five-month period since Jan. 
1 the bureau has furnished 60,700 credit 
reports, compared with 57,781 during the 
same period last year. 

H. H. Ratcliff, jeweler, has taken 
offices above the Capitol City Bank at 
Madison, following the razing of the old 
Tenney building where he was formerly 
located. Mr. Ratcliff plans to conclude 
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his dealing with the public and retin, 
at least for the time being, he said. Th 
H. H. Ratcliff Co. was incorporated jy 
1915. It took over the business of th 
Averbeck Jewelry Co., which was oy 
of Madison’s oldest firms. L. S. Coryel, 
for nine years in charge of the wat 
repair department of the store, ha 
opened a watch and jewelry repair Shop 
in Room 901 of the new Tenney building 

Milwaukee retail and wholesale jewel. 
ry establishments will cooperate with 
other business houses and _ industri] 
plants when the city inaugurates y,. 
official daylight saving on June 29. Th 
plan is to be tried until Sept. 1, an 
possibly one month longer if it works oy 
satisfactorily. Because Wisconsin has, 
law requiring cities and counties 4 
operate on standard time, the daylight 
saving plan cannot be adopted officially, 
However, if the experiment proves sue. 
cessful a law will be introduced into th 
1931 legislature, which will make it pos 
sible for Wisconsin cities to officially 
adopt the plan. Sam Dalin, secretay 
of the Milwaukee District Jewelers’ Club, 
has sent a letter to all members, request. 
ing their observance of the new schedule, 


KANSAS CITY 


Recent visitors here were: Mr. and 
Mrs. H. E. Harrison, Paola, Kans.; §. §. 
Hanacca, Willow Springs, Mo., and Mr. 
Basham of Basham & Rozelle, Warrens 
burg, Mo. 

F. A. Lange and Mrs. M. Jane Barnes 
were married Wednesday, May 28. They 
are at home at 5154 Brookwood Road. 
Mr. Lange is proprietor of F. A. Lang 
& Co. 

One of the largest and finest of the 
many collections of Georgian silver was 
on display at the Findlay Galleries here 
from May 29 to June 4. This collection, 
known as the Brainard Lemon collection 
has been in existence more than 4 
years. Three exhibitions are on the road 
and the remainder is housed at Tudor 
House, Louisville, Ky. 

Mrs. Lena D. Jaccard, 72 years old, 
died at her home in the Newbern Hote 
last Friday. Mrs. Jaccard was the wit- 
ow of the late Eugene Jaccard, founder 
of the Jaccard Jewelry Co., and had been 
a resident of Kansas City 43 years. She 
was born in St. Louis. Surviving are 
three sons and a daughter. Funeral set 
vices were held last Monday, at the 
Stine & McClure chapel. Burial was in 
Mount Washington. 











| — 





Diamond rings, watches and _ othe 
jewelry valued at about $5,000 were re 
cently stolen from the jewelry store of 
George Poertner, 3941 W. Florisant Ave, 
St. Louis, Mo., by a bandit who herded 
the occupants into a back room at the 


point of a gun. After rifling the show 
cases and the cash register, he ordered 
the jeweler to open the safe. Poertnef 
complied, and the crook helped himself 
to the tray of diamond rings kept theré, 
after which he locked the jeweler in the 
back room and made his escape. 
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OMAHA 


J. P. Byrne of the Byrne-Duff Jewelry 
Co, Omaha, will leave for Chicago 
June 12. 

w. H. Andrus, Pawnee City, Neb., 
recently held a closing out sale. He is 
retiring from business, and expects to go 
to California to reside. 

The Omaha & Council Bluffs Jewelers’ 
Guild is tentatively planning its annual 
picnic for some time the latter part of 
June. This annual picnic has come to be 
quite a feature of the year in jewelry 
circles here. 

Among the out-of-town jewelers visit- 
ing Omaha wholesale houses recently 
were: E. E. Freeman, Oakland, Iowa; 
Carl Jensen, Elkhorn, Iowa; W. L. 
Smith, Malvern, Iowa; Terry Sullivan 
and wife, Shenandoah, Iowa; J. C. 
Klopp, Blair, Neb.; John Gillispie, Ran- 
dolph, Iowa; Don Webber, Arlington, 
Neb. 











LOS ANGELES 


Leo Asher, 41 Main St., Alhambra, 
will open another store at 15 W. Main 
St., Alhambra. 

A. H. Dutton has opened a new store 
in the 200 block, Columbia St., Pomona, 
where he has an attractively furnished 
establishment. 

B. D. Howes of B. D. Howes & Son, 
gem merchants and platinumsmiths, 527 
W. 7th St., has returned to his office 
after an absence of three months caused 
by illness. 

With the announcement made by G. J. 
Gensler, president, that the Gensler-Lee 
Jewelry Co. has purchased the Simon 
Jewelry Co., a three-store California 
chain, Gensler-Lee stores now total 16 
in number. 

Fred Cannon and E. S. Henry, of 
Koke, Slaudt & Co., are making a trip 
through Mexico, visiting the key cities 
of that Republic. They spent several 
days in Mexico City and are expected 
back next week. 

C. W. Middleton, who has leased his 
Pomona store to Clifford Harn, optome- 
trist, is undecided as to his future plans. 
He had intended to open a new store 
but other matters have arisen which may 
alter his plans. 

Adolph Kosches of Kosches Bros., im- 
porters of diamonds, Title Guarantee 
building, returned from a trip to the 
North-West and left this week for An- 
twerp, Amsterdam and Paris, on his 
annual buying trip. 

Among out-of-town jewelers seen here 
last week were: Otto Narum, Puente; 
T. Stuart Lailey, El Monte; W. D. 
Webster, North Hollywood; M. D. Lip- 
ton, Long Beach; Dan Wart, Hunting- 
ton Park; R. W. Wilson, Southgate; Mrs. 
J. E. Campbell, Brentwood Heights; C. 
W. Middleton, Pomona. 

Ira T. Pearce, representing the Inter- 
national Silver Co., was a_ business 
Visitor to the city last week. Manager 
James Bridges, of the International’s 
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Los Angeles branch, who was in Hono- 
lulu the last two weeks, returned from a 


successful trip last Monday. E. V. 
Saunders, Pacific Coast manager, of the 
same company, spent a few days here 
last week. 

Long Beach jewelers, to the number 
of about 25 last week organized the 
Long Beach Retail Jewelers Association. 
After talks by several leading mer- 
chants, election was held and Lyle 
Merithew was elected president. Pasa- 
dena jewelers will meet this week and 
organize a similar association. An at- 
tempt is also being made .to get the 
merchants of Pomona and adjoining 
cities to band together. 

Jesse Measer, president of the Berson- 
Measer Co., Jewelers Exchange building, 
returned last week from a business trip 
in the northern part of California and 
immediately started for a trip to the 
East and South. Vice-President Robin- 
son of the company told a JEWELERS’ 
CIRCULAR reporter that volume of busi- 
ness for May showed an increase over 
May, 1929. “All our customers in the 
North were optimistic,” said Mr. Robin- 
son, “and their optimism was reflected 
in the size of their orders.” 

A. W. Huggins, president of A. I. 
Hall & Son, Inc., was a visitor to the 
company’s Los Angeles branch, last 
week, prior to his tour of eastern jewelry 
centers. Mr. Huggins will attend the 
manufacturers and wholesalers South- 
ern Gift and Art Show, at Atlanta, Ga., 
the week of July 14. Peter Dardis, 
traveling representative for the same 
company is now in the East, visiting 
Chicago and other eastern jewelry cen- 
ters. Manager Kligele, of the Los An- 
geles branch, told a JEWELERS’ CIRCULAR 
reporter that business for the month of 
May was a little bit better than it was 
in May, 1929. He continued: “We 
attribute this increase largely to the 
reaction following the Jewelers Trade 
Show and Pageant of Jewels held in con- 
nection with the recent convention of the 
California Gold and Silversmiths’ Asso- 
ciation.” 

Two additional leases for jewelry 
stores were recently taken by Nat Weis- 
berg, Buffalo, N. Y., jeweler. The stores 
are at 537 Main St., and 832 Tonawanda 
St. Mr. Weisberg is the owner of Fisher’s 
jewelry store, Nat Weisberg’s, and is 
president of Mills Diamond Shop, Inc., 
operating a chain of jewelry stores 
through western New York. 
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SAN FRANCISCO 


M. W. Cohen & Co., after being in 
business for 22 years on the seventh 
floor of the Jewelers’ building, have 
moved to 720 in the Shreve building, 210 
Post St., opening there June 1. 

Glindemann & Son, one of the old- 
established jewelry firms of the city 
have opened informally in their new 
store on the arcade floor of the Phelan 
building. The formal opening takes place 
June 16. 

A swift trip to San Francisco and the 
Los Angeles Trade Show was made by 
T. W. Young, president of Butterfield 
Bros., Portland, Ore. Mr. Young flew 
here, visited some of his friends and flew 
on to Los Angeles. 

A silverware salon of beauty and ex- 
treme luxury has been opened by the 
S. & G. Gump Co. which already has a 
large silverware department carrying 
well-known lines. On the walls of the 
new salon hang $40,000 worth of oil 
paintings, visitors walk on $3,000 rugs 
and the chairs are genuine Chippendale, 
according to L. S. Grohs, manager of 
the department. Novel side-lighting ef- 
fects are used in the cabinets, to enhance 
the charm of the silverware which is dis- 
played against a white background. The 
silverware salon was opened June 2. 











SEATTLE 


R. L. Woodman has opened a new re- 
tail store at 3404 Fremont Ave. 

S. G. Kaplan has rented store space 
in the new “Market Basket” area which 
will open this week, and will conduct a 
retail jewelry store there. 

The Seattle Jewelers’ Club held its an- 
nual banquet at the Chamber of Com- 
merce dining room last week with D. W. 
Thomas, wholesale jeweler and president 
of the club, presiding as toastmaster. 
About 60 jewelers from all over the 
state attended the affair at which W. H. 
Hindley, executive manager of the State 
jewelers’ association, and Bartley J. 
Doyle, Philadelphia, were speakers. 











NEW ENTERPRISES 


Frederick H. Schmidt has opened a 
jewelry store in Kingville, Tex. 

Harry G. Blum has opened a jewelry 
store at 308 State St., Madison, Wis. 

Julius H. Crane has opened a jewelry 
store at 115 E. Center St., Anaheim, 
Cal. 

A jewelry store is being established 
by E. A. Eichstad in the Roth building, 
Grafton, Wis. 

A. C. Brown has opened a jewelry 
store in the Norwalk Commercial Bank 
building, Norwalk, Conn. 

A cash and credit jewelry store has 
been recently established at 111 Broad- 
way, San Antonio, Tex., trading as the 
Square Deal Jewelers, Inc. 
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Death of R. M. Johnson 





Pioneer Manufacturing Jeweler of Chicago 
Succumbs to Heart Attack 


CuHIcAGo, June 7.—Robert M. Johnson, 
one of the pioneers in the manufacturing 
jewelry business passed away at his 
home, 1621 Sherwin Ave., last Sunday 
from a heart attack after being ill for 
about two weeks. Mr. Johnson was a 
prominent figure in jewelry and Masonic 
circles and was active up to the time of 
his illness. 

Mr. Johnson was born in Toronto, 
Can., on May 6, 1843. He went to school 
in Toronto and when he was 13 years of 
age became an apprentice jeweler. He 
remained there for a while and then went 
to Providence where he worked in the 
factories and later went to St. Louis 
where he remained for a few years be- 
fore coming to Chicago. In 1867 he es- 
tablished the manufacturing jewelry 
business of R. M. Johnson, and special- 
ized in the manufacture of Masonic em- 
blem jewelry. All during the 63 years 
of this business Mr. Johnson was active 
in the business and devoted considerable 
time to it. He was active in Masonic 
circles. 

Funeral services were held on Tues- 
day afternoon at St. Paul’s By The 
Lake Church, and interment was at 
Rosehill. 

Deceased is survived by his widow, 
Mary Johnson; one son, Edward L. John- 
son, and one stepson, R. Milton Johnson. 

The business will be continued by his 
widow and stepson, R. Milton Johnson, 
who was associated in the business for 
many years. 


—— 


Jacob L. Burke 


WAPAKONETA, OHIO, June 7.—Jacob L. 
Burke, 51 years old, died recently at his 
home here due to a complication of 
diseases. Mr. Burke had conducted 
jewelry establishments at Piqua, Fort 
Recovery and Wapakoneta, Ohio, and 
was well known throughout the western 
part of the State. 

He was a native of Arcanum, Ohio, 
and lived in Piqua 20 years before 
coming to Wapakoneta, about two years 
ago. 

Surviving Mr. Burke are his widow, 
six children, three brothers and one 
sister, all of Wapakoneta. 

Funeral services and burial were at 
Piqua. 





Charles C. Rice 


Charles C. Rice, known for many 
years to members of the jewelry trade in 
New York as manager of the shop of 
Cooper & Forman, 3 Maiden Lane, man- 
ufacturing jewelers, died last Saturday 
of hardening of the arteries at his home 
at Cold Spring Harbor, L. I., N. Y., fol- 
lowing an illness of six months. 

Mr. Rice was born in London, En- 
gland, in 1867, and arrived in this coun- 
try at the age of 21, entering the employ 
of Sexton Bros. & Washburn, a Maiden 
Lane concern no longer in existence. 
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Several years later he became connected 
with Cooper & Forman, with whom he 
remained for over three decades. In 
1923 he went into business for himself as 
a manufacturer, and after four years 
forsook this venture to be employed by 
Thomas A. Cray, 1 Maiden Lane, as 
salesman. He remained with Mr. Cray 
until the time of his death. 

Two days prior to the death of the 
jeweler, Mrs. Rice passed away, thus 
making a double tragedy. A daughter, 
Miss Gladys Rice, survives. 

He was an accomplished vocalist, sing- 
ing in Trinity Church and St. Paul’s, 
and was a member of the Jewelers 
Fraternal Association. 

The funeral was held from the home, 
with burial at a local cemetery at Cold 
Spring Harbor. 








Retail Cash Jewelers of Philadelphia 
Organize and Elect Officers 


PHILADELPHIA, PA., June 10—More 
than 100 retail cash jewelers met to- 
night at Boothby’s in this city and or- 
ganized the Retail Jewelers Guild of 
Philadelphia. John D. Enright, presi- 
dent of the Pennsylvania Retail Jewel- 
ers Association, presided at the meeting 
and later was elected president of the 
newly organized association. Other of- 
ficers chosen include: Ralph M. Sedman, 
secretary, and W. C. Bode, treasurer. 

T. Roland Allen outlined the plans 
of the organization, and during the meet- 
ing a frank discussion on the evils of 
the trade was held. The necessity of a 
strong local organization was _ also 
stressed, and those present displayed 
great enthusiasm in the new guild. All 
sections of the city were represented. 

An organization committee of 21 was 
appointed, .with Joseph E. O’Loughlin 
as chairman. Fred J. Cooper was named 
chairman of the by-laws committee. It 
was decided to hold meetings the first 
Tuesday of each month. The new or- 
ganization plans to enroll all of the 900 
retail cash jewelers in the metropolitan 
area of Philadelphia, and to invade other 
cities where no jewelers’ organizations 
exist. 





Three New York Jewelers Ascend, 
Charged with Receiving 
Stolen Goods 


Three jewelers were arrested last 
Friday at 49 Maiden Lane, New York, 
and charged with having received stolen 
goods which, police claim, were the 
proceeds of two burglaries occurring 
May 9 at the homes of Paul Jaulis and 
A. Wishbow, both of Cedarhurst, N. J. 

The accused men are Samuel Heller, 
William Blythe and Meyer Reich. Heller 
and Blythe are engaged in the jewelry 
business at 49 Maiden Lane, while Reich 
is employed as a diamond cutter by a 
concern at that address. 

The arrests were made by Sergeant 
Dowling and Detectives Hammill, Mor- 
timer and Leddy, of the Maiden Lane 
Squad. Sergeant Dowling told a JEWEt.- 
ERS’ CIRCULAR reporter that the loot ob- 
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tained in the two burglaries had been 
discovered on the premises of the accused 
jewelers. The jewelry taken from the 
home of Mr. Jaulis was valued at $1,599 
while the property stolen from Vr 
Wishbow, consisting mainly of silver. 
ware, was valued at $2,000. 

Information given by one of the by. 
glars arrested in Cedarhurst led to the 
apprehension of the jewelers according 
to Sergeant Dowling. The three me 
were arraigned in the Tombs Magis. 
trate’s Court last Tuesday morning 
and examination was postponed until 
June 19. 








Body of “Red” McLaughlin, Notor. 
ous Jewel Thief Found in Chicago 
Drainage Canal 


CuHIcAGo, June 9.—In the latest out 
break among gangsters and racketeers 
in this city during the past 10 days, 
Eugene “Red” McLaughlin, notorious 
jewelry thief and bail jumper, was found 
dead last week in the drainage canal at 
the Lawndale Ave. bridge. His body 
was churned up by a passing tug and 
when found it was discovered that Me. 
Laughlin had been shot to death and 
then bound with wire and weighted down 
with iron bars. 

McLaughlin was considered one of the 
most dangerous criminals operating 
against the jewelry trade and had been 
accused by the police of many crimes 
committed in this city. 

Several years ago McLaughlin was 
convicted of robbing a wholesale jeweler 
of this city, and after a long legal battle 
in which the Chicago Jewelers Associ- 
ation and the Chicago Crime Committee 
were active, “Red” was sent to Joliet 
Penitentiary to serve a term of from one 
to 14 years. After serving less than a 
year, McLaughlin succeeded in being re- 
leased from prison on bail and later the 
State nolle prossed the charge and he 
was set free. The local associations 
strongly opposed McLaughlin’s release, 
but without success. 








NEWARK 


George Elmore Clark, Inc., filed in- 
corporation papers last week to deal in 
jewelry in Palisade, N. J. The capital 
is placed at $125,000. George E. Clark 
of Palisade; Eugene Blankenhorn of 
Teaneck, and Frederick A. Lorentz of 
Irvington, were named as the incorpe 
rators. 

Plans have been completed by George 
J. Busch & Sons, retail jewelers, 5! 
Springfield Ave., for the increasing of 
their store space. Two other stores iD 
their own building have been added and 
the second floor above the street level 
will be used for repair work only. The 
firm is celebrating its 50th birthday. 











The eighth of a chain of O’Dell jewel 
ry stores was opened recently in Daven 
port Iowa, at 322 W. Third St., in the 
Kahl building. 
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Waterford & Son—Jewelers and Watchmakers 


ceptance by Paul. The real estate man 
further reported that Menzies agreed to 
reasonable structural alterations. 

“When would Menzies be willing to 
get out?” Eric asked. 

“Says he’d like six months time, but 
might manage sooner if it was made 
worth his while.” 

“Worth while nothin’” Eric snapped. 
“He’s lucky to get such good tenants, 
especially when he wants to cut his own 
expenses.” 

“IT wouldn’t get all het up about it,” 
Hopper said mildly. “You can take care 
of that at the right time. But you’d do 
the same as him in his place.” 

“JT dunno. Anyhow, that’ll be up to 
Bijah.” Then Eric recalled the plumb- 
er’s warning that the _ responsibility 
would be his. He had a cold shiver down 
his back as he thought of what was 
ahead of him. Then looking at Hopper 
he asked. ‘“Who’s a good chap to see 
about new windows and fixtures?” 

“Now you’ve asked me somethin’. I 
dunno about jewelers’ fixtures. Of course 
there’s a couple good window front fel- 
lows in Brent, but for fixtures, well, 
search me. Oh, I got an idee. Ain’t 
you got some trade paper what adver- 
tises ’em?” 

“I’m a prize dumbell.” Eric slapped 
his forehead. “Bone-head, that’s what I 
am. Of course, THE JEWELERS’ CIRCULAR 
is the place. There’s sure to be some 
good firms advertising in it, and I can 
also write to their Information Depart- 
ment. Now give me the names of those 
two birds who fix up store fronts.” 

Before Eric got home that evening he 
had seen both the storefront people and 
told them to give him estimates on new 
fronts according to rough designs which 
he had prepared. He also asked for a 
price for doing away with a small step 
up to the store by grading the entrance. 

The young man was all eagerness to 
discuss the plans with his father and 
after dinner he poured out his story 
with enthusiasm. He was too intent on 
the new ideas which were racing 
through his young imaginative brain to 
notice that the old jeweler was really too 
ill to give more than indifferent atten- 
tion. With a feeble smile the gallant 
gentleman said: 

“Keep your hopes high, my dear boy, 
but if you get your head in the clouds 
mind that both feet stay on solid earth. 
I'm still feeling lazy so you will have to 
take hold until I’ve lazied some more. 
But don’t do anything without Bijah’s 
advice, will you?” 

The next day his father was worse, so 
the family doctor was called in. All 
gave a sigh of relief when Dr. Ribbell 
said with his customary reassuring 
chuckle: “Been driving the old engine 
too hard again, have you! Nothing 
serious though, but you’ll have to quit 
fora month. Best thing you can do is to 
make your wife go with you for a sea 
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voyage. Get away from business en- 
tirely for at least a month and you'll 
be like a fighting cock again.” 

“That’s all right for you to talk, Doc- 
tor, but I can’t get away just yet——” 

“No business is so important as your 
health, and, friend Waterford, if you 
don’t go away at once you'll have no in- 
terest in business. You are funda- 
mentally sound now, but if you don’t 
stop at once you won’t be. I’m serious. 
You tell me your boy here”—the doctor 
looked at Eric shrewdly—“is some boy. 
He looks husky enough to run things 
without you, and this month will give 
him a chance to show what kind of 
stuff’s inside him. How about it, boy?” 

“Sure, doc. You make Pop beat it, 
and I’ll promise not to kill the business 
in a month.” He laughed as he spoke, 
but he didn’t realize how much could 
happen in a few weeks. However, the 
matter was finally decided. Paul Water- 
ford and his wife left within the week 
for a trip to Bermuda, and Eric found 
himself in charge. He was glad that 
Bijah was handy for he realized, with 2 
sense of nervousness, that it was one 
thing to tell his fine old father where he 
was behind the times, but quite another 
to construct new methods on his own re- 
sponsibility. 

The day his father left marked the 
beginning of disputes with Elmer Cat- 
ton. A customer had bought a silver 
dish for a gift. It is fair to say the cus- 
tomer bought it, for Elmer certainly did 
not sell it. He merely placed two of 
three numbers on the glass top of the 
counter and gave the price in a monot- 
onous tone. The customer decided to 
take a cheap one because Elmer could 
give no other answer to the question, 
“What’s the difference between these 
two?” than “Two dollars!” 

“Give me the cheaper one then,” the 
customer snapped. 

Elmer proceeded to wrap it up, in si- 
lence, then he caught Eric’s eye on 
him. Eric was his boss for the time 
being with the power of “life and death” 
in his hands. So Elmer looked at the 
customer and mumbled, “Nothin’ else I 
suppose ?” 

To his question the customer said. 
“That’s right.” 

“Huh?” 

“That’s right, nothing else. 
let me wake you.” 

Elmer finished wrapping the dish in 
perplexed silence. He felt that the cus- 
tomer had insulted him somehow, but his 
dull wits prevented his understanding 
how. The cash was paid and the change 
given without any further word from 
Elmer, and the customer left the store 
with a significant toss of his head. 

The door had hardly closed before Eric 
burst out. “That’s a fine sale, I’ll say.” 

“What’s wrong with it?” Elmer flared 
back. 


And den’t 


“Not a thing but everything. What’s 
the difference between these two? ‘Two 
dollars,’ says little bright eyes.” Eric 
snorted with disgust. 

“So there was. Nothin’ so funny about 
it. One had more silver in it, of course.” 

“Sure it did,” Eric retorted sarcasti- 
cally. “But it wouldn’t do to tell the 
customer that. He might have bought it. 
And then to ask him, ‘Nothin’ else?’ I 
should have thought even a blithering 
idiot like you could have said, ‘What 
next, sir?’ or something that implied he 
might possibly want something else.” 

“You may be smarter than me, but 
you can’t talk to me like that. Your 
father wouldn’t do it.” Elmer gulped 
angrily, then in a burst of passion 
shouted: “If you don’t like the way I 
do, I’ll quit, so there.” 

“Quit—” Eric was going to say, “Quit 
and be darned to you,” when he realized 
that Elmer had been there for many 
years. It wouldn’t be fair to him or to 
his father to act rashly. Holding his 
temper with an effort, he snapped: 

“Don’t talk like a fool. Put those 
dishes away. And when you show goods 
in future, put ’em on some velvet—don’t 
stick ’em on top of the glass.” 

The episode passed off with no open 
break, but unfortunately Elmer failed to 
realize the cause of Eric’s answer and 
thought it was because he dreaded to 
lose such an old and valuable assistant. 
This idea was fostered by Karl Emden, 
who had listened to the dispute hope- 
fully. Anything that embarrassed Eric 
pleased him, so he urged the salesman 
to further revolt. “Just stand up to him. 
He daren’t do anything while his father 
is away. And the old man never changes, 
as you know.” 

While waiting for the chain store peo- 
ple to submit plans of the changes they 
would want to make, and for the quo- 
tations to come in for the proposed new 
front and new fixtures in the Menzies 
place, Eric decided to see what he could 
do about the old accounts which were 
growing older with no apparent effort 
on the customers’ part to pay up. 

After much study he divided the ac- 
counts into three classes. The first con- 
sisted of those people who owed from 
a few cents up to a dollar. He was as- 
tonished to see how many trivial items 
were left open on the books. Then there 
were those people who owed a few dol- 
lars, and who seemed to neglect paying 
because the account was so small. And 
finally there were the few people who 
owed substantial amounts but had done 
nothing about paying them off. 

When he had his ideas clearly in mind 
he telephoned Bijah and arranged to 
have dinner at his brother-in-law’s at- 
tractive bungalow. He was glad to be 
with his sister Susan. 

“Well, young fellow. Now give me 
the sad news. What you been doing to 
poor Elmer?” 
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“For the love o’—say, has that poor 
simp been talking to you?” 

“Sure has,” chuckled Bijah. “I told 
him he’d better go easy as what you said 
would go. Don’t think he believed me, 
though.” 

“T was mad, but I can’t very well fire 
him while Pop’s away. Honest, I hardly 
know how to handle him.” 

“Up to you, young fellow. Don’t for- 
get you’re responsible for things, and 
it’s up to you to use your bean, even if it 
means something different from what 
P. W. would do.” 

“Do you mean I should fire him?” 
Eric gasped. 

“For the love of gaspipes, no. I 
mean you gotta act as you think best. 
Now tell me what’s on your mind.” 

“Old accounts, that’s the sweet idea. 
Listen, I want to get in all the money 
I can while Pop’s away. Now here’s the 
dope. This bunch of accounts owe a dol- 
lar or less and are all six months old 
at least, most of ’em a year old. Each 
month we send a new statement and it 
costs money to do that. I figure we’ve 
spent more than the whole bill already 
on stamps and paper.” 

“You have,” Bijah nodded emphatical- 
ly. “I got some dope on office costs and 
found that in an ordinary office it costs 
a quarter for every letter or bill that’s 
sent out. That includes the cost of over- 
head for the office, of course.” 

“Gee, that’s steep. Well, I figure to 
send ’em all a little billet-doux like this. 
And Eric handed his brother-in-law the 
following letter: 


“I notice that there is a trifling 
charge of against you. It occurs 
to us that it might be some trifle 
which you question, especially as we 
have not had the: pleasure of seeing 
you for some months. We have taken 
the liberty of crossing it off as it is 
too small to justify us for the expense 
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of sending bills or for you to write a 
check. Will you please accept the in- 
closed receipted bill as an evidence of 
our desire to remove any possible bar- 
rier in the way of our further happy 
business?” 

“What do you think of it?” Eric asked 
eagerly. 

“Can stand polishing up a bit, but it’s 
a darned good idea.” 

“Glad you approve. Now for the sec- 
ond group. Here’s a bunch of people who 
owe less than $10 each, but none less 
than six months old. I hate making out 
bills each month and getting nothing 
back but shrieks of silence.” 

“So?” Bijah lit a second cigar as he 
spoke, 

“So here’s what I reckoned to shoot to 
them.” And passing the following letter 
to the plumber, he watched his face anx- 
iously while it was read: 

“Dear Mr. 

“Would you mind letting us know 
the kind of letter we ought to write to 
you to secure prompt payment of the 
inclosed small bill, and at the same 
time retain your good will? 

“These small amounts are just as 
expensive to handle on the books as 
large ones, so very few applications 
eat up our modest profit. 

“Why not call in the next time you 
are passing and allow us to show you 
some quite interesting gift novelties 
which have recently come in?” 





“I’m going to use that on some of my 
own stickers. It’s a real collection letter, 
young fellow. But don’t get too chesty 
about it. I suggest you kill the middle 
paragraph, though.” 

“Won’t it make it too short?” 

“No, sir. A letter need only be long 
enough to carry its message properly. 
Here’s the idea I have on letters. I look 
on a letter as a stream over which 1! 
want to carry the reader’s interest. Then 
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I look on each paragraph as a stepping 
stone across the stream. Each stepping 
stone must be, in itself, strong enough 
to sustain the reader’s interest. If jt 
doesn’t, he dies there and then. The par. 
agraphs which follow may be wonderful, 
but if the reader fell in, so to speak, the 
letter’s a dud. That’s why I recommend 
taking out that middle paragraph. | 
won’t interest the reader, so he may 
chuck the letter away without finishing 
it. Got the idea?” 

“Yep, and darned good dope, too. Now 
with the others; the people who owe a 
biggish bill. I thought of writing to ’em 
with the idea to pay it in installments, 
Kinda make the paying easy. How’s it 
seem to you, old timer?” 

“Gosh, I don’t know. If it was my 
trade I’d say, go to it. But I don’t know 
how P. W.’s highbrow trade would take 
to the idea of a dollar a week or what- 
ever it is. They might think it’s like 
saying they ain’t got the cash. And ] 
guess they ain’t, at that. But the broke 
guy usually hates to admit it.” 

“That’s all right, but we got to get 
the cash in. They don’t come across 
when we send bills, so what are we going 
to do?” 

“How’d it be if you called round ona 
few of ’em in the evening and feel ’em 
out?” 

“I’d sooner write to them,” Eric ob- 
jected. 

The argument continued for some time 
with no agreement as to the best way of 
coaxing the cash from delinquents. It 
was decided that Eric should follow up 
the first two classes as agreed, but the 
others, he was to think over. 

First thing next morning Eric ar- 
ranged for sending out his letters. He 
intended to think over plans for col- 
lecting the larger accounts in the after- 
noon, but unexpected happenings com- 
pletely changed his plans. : 

(To be continued) 


Increases Profits by Building Customer Confidence 


So we keep on hand a bolt of red ribbon and a box of 
Santa Claus stickers, and when a boy buys a gift for his 
girl we tie it up nicely for him. There was real appre- 
ciation on each and every customer’s face when handed 
a dainty white package with a big red Christmas bow on 
top, and a few stickers scattered on its surface. 
were more satisfied with their purchase, and felt that 
they had not only completed the great task of buying the 
“one” gift, but it was all ready for presentation. 
that is a very little thing to do for a customer, but it’s 
We have given this ser- 


something they do not forget. 





Design by A. Grebel. 
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service. 


They 


Now, 


vice for two Christmases and so are in a position to say 
whether it pays or not. 
tomers come back again this Christmas for the same 
These satisfied customers, purchasers of oné 
gift the first Christmas, often buy their entire supply 
for that season the following year. 

My limited experience has shown that a thorough 
knowledge—even technical knowledge—of your merchat- 
dise, extending some extra needed service, and taking 4 
human, sympathetic interest in your customers’ problems 
are the best methods of building a larger business. 


It does. We had many cus 
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Development of the Escapement 


(Continued from issue of May 29, 1930) 

Figs. 59 and 60 are Berthoud’s illus- 
trations of the constant force escape- 
ment of A. Breguet (1747-1823). In the 
plan view a toothed wheel B carries on 
the same arbor the escape wheel or re- 
winder D. Turning counter clockwise it 
lifts the impulse spring G which is 
caught or locked by the spring N. The 
balance staff carrying a discharge pallet 
rotating clockwise unlocks the spring N 


FIG. 59 
Constant force escapement by Breguet, as 
described by Berthoud. 


which releases G which delivers impulse 
to an appropriate pallet on the balance 
staff. When the balance has made its 
excursion and is returning the same im- 
pulse pallet lifts the spring F which 
teleases the fly i carried on a pinion 


By PAUL M. CHAMBERLAIN, M. E. 


pitching with B which can now go for- 
ward with the rewinding wheel and set 
the spring G ready for a new impulse. 
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FIG. 60 
Details of Breguet’s constant force escapemeut. 


Fig. 61, taken from Revue Chrono- 
metrique of 1866, shows the details and 
operation much more clearly. 

Fig. 62, from R. C. of 1864, shows a 
remontoire made by Julien Gourdain 
after the original idea of J. Wagner 
(oncle) which was exhibited at the Lon- 
don Exhibition of 1851. This was espe- 
cially designed for tower clocks. The 
cantilever s carries a weight p at one 
end and the wheel n and pinion | at the 
other. The cantilever s being tilted with 
the weight p lifted it is ready to drive. 
The wheel n pitches with the pinion of 
the escape wheel r which drives the 
Graham anchor t. n cannot turn on its 
own axis as long as 1 is in pitch with a 


wheel which is at rest. The winding 
train cannot turn until the fly o 6 is 
freed by a notch in the arbor of the 
cantilever. At the end of each ten sec- 
onds the train is released and pitching 
with | the cantilever weight p is lifted. 
The escapement is uninfluenced by any 
friction or inequality of the train and 
there is very little inequality probable in 
the one wheel and two pinions in action. 

Fig. 63 from R. C. 1866 shows a con- 
stant force escapement invented by 








FIG. 61 
Breguet’s constant force escapement shown 
also in Figs. 59 and 60. The escape wheel 
lifts the detent spring D which is locked by 
detent spring F. The impulse is given to 
the balance by spring F acting on C a pallet 
on the balance staff. 


Urbain Jurgensen. The arm B is part 
of the pendulum rod and the arm A is 
attached to and moves with B all being 
scoring from a knife edge concentric 
with the center of the escape wheel a b. 
At C is pivoted the arm Z d which 
carries a hammer e. On this same center 
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REFINING 


Bench and floor sweeps and other 
valuable waste is not the most difficult 
branch of the precious metal industry. 
It can be done in a cellar with crude 
equipment. 

But rightly done, it calls for equip- 
ment, experience and skill of the highest 
order. 


When you send your waste to Handy 
& Harman you get the benefit of facil- 
ities such as we could not possibly main- 
tain but for the fact that we are large 
manufacturers as well as refiners. 


Send a lot to 


HANDY & HARMAN 
Bridgeport, Conn. 
Service Plants: 


425 Richmond St., Fulton & Gold Sts., 
Providence, R. I. New York, N. Y. 


ly i, i, a, a, ti, dr, 
All That Glitters 
Is Not Gold ! 


But. . . what does NOT glitter 
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want, expect, and will 
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when you ship 
your old gold, 
silver, platinum, 
filled and plated 


scrap to us. 
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We do not employ 
traveling gold 
buyers. 











Ship direct 


THOMAS J. 


DEE<:CO. 


55 E.WASHINGTON ST. 
CHICAGO 
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GOLDEN RULE REFINERS 


“| Your sweeps, grindings, set- 
: tlings, and other scrap contain- 
ing precious metals will bring 

| you extra money when refined 


| by Hoover. 


Send us your present accumu- 
lation NOW! We furnish 
free shipping containers on 
request. 


Hoover White Gold and White 
Gold Solders are easy to work. 
Joints that are Hoover White 
Gold soldered are sealed for- 
ever. A trial order is solicited. 






AND MANUFACTURERS SINCE 1912 


whether your lot of 


FLOOR SWEEPS 
POLISHINGS 
CRUCIBLES 
SOLUTIONS 
WATER WASTE 

is small or large we guar- 


antee to send you a 
very fair return 


























The S.S.WHITE DENTAL MEG. CO. 


Industrial Division 


152 West 42d St. New York, N.Y. 
Established in 1844 Member of J. B. of T. 
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are pivoted the hooks p g which are 
all of one piece not clearly so shown in 
the cut. The hook g has a notch not 
shown which is engaged by the pallet h 
on the spring detent k h. The spring 
nnis planted at one end on A and the 











FIG. 62 


Gourdain’s remontoire. The weight P is 

lifted every ten seconds and its force only 

acts on the escape wheel through a Graham 
dead beat anchor 


other end is free to move away from A 
but the stop O limits its movement in 
the other direction. As the pendulum 
swings to the left the arm A rises and 
the spring n n passes freely over the 








FIG. 63 
Jurgensen’s constant force escapement. 


The 

bendulum rod B is given impulse on its 

arm A, by the hammer Z which is _ periodi- 
cally lifted by escape wheel. 


angle piece m. As the pendulum swings 
to the right the arm A coming down 
will cause the spring n to press down- 
ward on m and thereby unlock h from 
8 when the hammer e will fall giving 
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impulse to A and immediately after the 
hook p will have pulled down q and 
with it the detent spring t t unlocking 
the escape wheel at r. The escape wheel 
acting on d will lift the hammer which 
is locked in lifted position by the hook 
on g being caught by locking pin h. 

Fig. 64 shows a constant force escape- 
ment by Paul Garnier and exhibited at 
the exposition of 1827. It is described 
in R. C. for 1866. The pendulum fork 
H projects upward and carries a detent 
I pivoted at its center. When the pen- 
dulum swings to the left and the fork 
to the right, the sloping end of I passes 
freely under the arm E which is pivoted 
at its upper end and is held to the right 
by a slender spring at the top. When 
the pendulum swings to the right and 
the fork to the left the detent I pushes 
the arm E and unlocks the circle D 
which is impelled clockwise by the 
weight of a ball on one of its arms ex- 











FIG. 64 


Garnier’s constant force escapement of 1827. 
The arm H is an extension upwards of the 
pendulum crutch. 


tended. Just as the circle D is unlocked 
an impulse. pallet at the top of fork is 
given impulse by the tooth ¢c and the 
arm L falls on a banking screw a. Be- 
fore coming to rest a pin on the circle’s 
arm opposite L lifts the lever f which 
is pivoted at its end length. A portion 
of the arbor carrying Ff is cut away 
so that when f is lifted a long tooth or 
fly with center at K can escape driven 
through a pinion of six leaves which 
engages the wheel A which revolves once 
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in a minute and carries the seconds 
hand. When the fly revolves the wheel 
A moves forward and with it the pinion 
B which carries the wheel C having 10 
pins on its periphery. One of these pins 
engages the tooth and turning it counter 





FIG. 65 


Robin’s escapement combined with action of 
the lever escapement, thus getting impulses 
in both directions. 


clockwise puts it in position for the next 
impulse. The pinion k carries also two 
inertia weights b b to prevent too rapid 
speed during its half rotation. The 
train of the clock may be of any ar- 
rangement so long as A is on the fourth 
wheel or seconds wheel arbor. 

Fig. 65 shows one of the many variants 
on the escapement of Robert Robin 
(1742-1799). Saunier, in R. C. for 
1864, says that the author is unknown 
but that it was known to exist as early 
as 1814. When the balance is turning 
counter clockwise the impulse is given 
through the pallet b by one set of teeth 
as in the chronometer escapement. The 
unlocking is through the fork o dis- 
engaging the pallet c. After the im- 
pulse, the tooth falls on the locking 
stone d. When the balance has made its 
excursion and is returning clockwise the 
fork unlocks d, and a tooth operates on 
the pallet n i and gives through the 
fork the impulse in this direction as in 
the lever escapement. This escapement 
required great precision, added weight 
and was less efficient than the lever 
escapement. 

(To be continued) 








Using a brick wrapped in rags to 
deaden the noise, a thief smashed the 
display window of the H. R. Conser 
jewelry store, Strasburg, Ohio, snatched 
several watches and other merchandise 
and made his getaway. Police have no 
clues, they reported. A large number of 
diamonds displayed in the window were 
overlooked. Conser who lives in the 
same building wherein the store is lo 
cated, had not retired when the burglary 
occurred. 
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Maple Tops 











Long, hard ser- 
vice spreads the 
cost very thin. 





Convenient — Long Lasting — Neat 
LEIMAN BROS. 


parenteD JL. WELERS 
WORK BENCHES 


ONE, TWO, THREE AND FOUR MAN SIZES 


LEIMAN BROS., Ine. 
23 (BG) Walker St., New York 


Makers of Good Machinery for 40 Years. 


























HAND MADE 


Not Die Struck 
Made in 14k Green or White Gold. 
with calibre or plain. 
Sold Through 


LOUIS E. BERGER, INC. 
Mfr. 
64 Fulton St., New York 


Set 
Attractive Prices. 
the Wholesale Trade only. 



























SULID GOLD AND GOLD PLATH 


Fountain Pens, Pencils 
from $.15 each and up 
Eigin, Waltham, Hamilton, Howard watches 7 to 3! 


jewels. Write for cataloy 


NASSAU PEN & PENCIL CORP. 











111 NASSAU ST., NEW YORK CITY 
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Special Order Work 
and Repairing 
Every facility for the Pro- 

duction of Special Order Work. 
and fine Jewelry Repairing in 
all its branches. 


We solicit your next con- 
signment. 


WAGNER MFG. CO. 


Established 1919 
114 Fulton St. New York 
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“Changeable Ring” 
Patented U. 8. A. 


SAMUEL STERN 


71 Nassau St., New York 
“‘Baguette-Like”’ ° 
Patenod U. 8. A. Phone Cortland 4346 


Manufactures Fine Platinum 
Only, ring that will mount Jewelry—Spectal Order Work. 











ARTHUR T. HAGSTOZ 


T. B. HAGSTOZ & SON 
GOLD, SILVER and PLATINUM 


Refiners and Assayers 


709 Sansom Street, Philadelphia 














, IF YOU HAVE ANY MERCHANDISE { 
7 that you want to convert into cash or into good receivables ‘ 
>» CONSULT r 


> RUDOLPH SCHWEIGER, Broker * 
> 48 W. 48th St., New York Tel. Bryant 6776 4 
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™ Protection Ring Guard 


For thin rings get our number 
O. It is a new addition to our 
regular sizes. 


The Lion Safety Pin Clutch Co. 


Pat. Feb. 20, 1917 20 W. 22nd St., New York Pat. May 25, 1920 








Makes your White Gold Jewelry 
look like platinum; applied easily, 
quickly and cheaply. 

Ask for free circular W. 







i) 


White 
Finish 4] 


PRACTICAL COURSE IN ADJUSTING 


Price $1.50 











Jewelers Technical Advice Co. | sae | 


PUBLISHING CORPORATION, 
i 22 Albany St. New York City iy y 1 ork 


239 West 389th St., New Y¥ 
















THIS IS OUR NEW CLASP — METAL OR STERLING 
CAN ALSO BE HAD SET WITH FINE QUALITY STONE 


Prices and sample on request. 


THE MODERN NOVELTY CO., Inc. 
126 South St., Newark, N. J. 
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United States Patents 
Issue of June 3, 1930 


1,760,913. END CONNECTER FOR BRACE- 
LETS. LAWRENCE F. OTTEN, Fort 
Thomas, Ky., to The Wads- 
Dayton, Ky. 

277,043. 8 


assignor 


worth Watch Case Co., 
May 11, 1928. Ser. 


Filed 
claims. 





An end connecter comprising a _ shell or 
housing adapted to receive a link of a chain 
and a removable cover plate adapted to slide 
into holding engagement with said housing 
and fit over said link whereby said chain is 
secured to said connecter. 


1,760,933. RECEPTACLE WITH REMOV- 
ABLE JACKET Louis V. ARONSON, 
Newark, N. J. Filed April 26, 1928. 
Ser. 272,977. 1 claim. 

A lighter comprising, in combination, a 
fuel receptacle comprising a side wall, an 
end wall secured thereto and projecting lat- 
erally therebeyond to provide a flange and a 
top wall secured to the side wall flush with 
the surface thereof, mechanism supporting 








means projecting from said top wall, a cover 
plate having openings through which said 
supporting means project and formed with a 
marginal flange overlapping said side wall, 
a removable jacket of distinctive appearance 
slipped over said side wall and confined be- 
tween said bottom flange and said cover 
flange and means to secure said cover plate 
to said top wall. 


1,761,382. ROTARY TAB LE-SILVERWARE 
SERVER. CHARLES JOHN AKALIs, Sugar 
Notch, Pa. Filed March 7, 1929. Ser. 
344,976. 1 claim. 

A combination condiment holder and table- 
Ware support comprising a base, a plate 
rotatably held thereon, said plate provided 
with a plurality of radial slots having each 





of their opposite walls notched pairwise for 
the reception and suspension of forks and 
= said plate having also a plurality of 

radially arranged rows of a multitude of 
elongated slots for the reception and support 
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of knives, and two open slots for removably 
guiding a salt and pepper shaker, a pair of 


brackets suspended from said plate and 
sockets at the lower ends of said brackets 


for supporting said salt and pepper shakers. 


1,761,545. WRISTBAND. Harry M. STEGE- 
MAN, Fort Thomas, Ky., assignor to 


The Wadsworth Watch Case Co., Day- 
ton, Ky. 
5 claims. 

A metal wrist watch band comprising a 
pair of band sections each having outer ex- 
times, 


Filed Dec. 5, 1927. Ser. 237,797. 


posed raised margins at all locking 





means carried by one end of one section and 
adapted to engage a raised margin of said 
section, and means for slidably retaining 
said sections in partly overlapped relation 
with each other at all times. 


1,761,869. CUFF BUTTON. HsJALMAR CARL- 
son, Duluth, Minn. Filed April 24, 1929. 
Ser. 357,774. 5 claims. 

In a button of the class described, a base, 
a shank extending upwardly therefrom, a 
sectional head pivotally associated with the 
upper end of the shank and forming a con- 
tinuation of said shank when disposed in a 
raised position, said head being disposed 
parallel with the base when in a lowered 


20 1g 





horizontal position, coacting means between 
the sectional head and the shank for secur- 
ing the head in its last mentioned position, 
said last mentioned means including a re- 
silient head forming element carried by the 
central portion of the sectional head, the 
upper end of the shank being formed with a 
socket for receiving said resilient head form- 
ing element. 


1,762,123. POCKET LIGHTER AND THE 
LIKE. Louis V. ARONSON, Newark, 
N. J., assignor to Art Metal Works, Inc. 
Filed Dec. 138, 1928. Ser. 325,679. + 
claims. 

A lighter comprising a casing having a 
dividing wall below its top, a wick holder on 
said dividing wall, a wick in said holder and 
extending down into said casing, a sleeve 
depending from said dividing wall, a coil 











spring in said sleeve, a plunger above said 
spring, a thumb-piece over said plunger, said 
thumb-piece having a flat top wall and de- 
pending side walls and an end wall tele- 
scoping in close-fitting relation within corre- 
sponding side and end walls of said casing, 
gear teeth on the inner edges of the side 
walls of said thumb-piece, a carrying mem- 
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ber having a top wall and depending side 
walls, a snuffer member carried by said 
carrying member to engage over said wick, 
gears secured to the side walls respectively 
of said carrying member and meshing with 
said teeth, a sparking wheel between the side 
walls of said carrying member, sparking 
metal coacting with said sparking wheel, and 
a pivot means passing through the side walls 
of said casing and operatively connecting 
said carrying member, said gears and said 
wheel, said top walls being substantially flush . 
when the lighter is closed. 


1,762,131. WATCHCASE HEATER. Haroitp 
A. DENMIRE, Akron, Ohio, assignor to 
the General Tire & Rubber Co., Akron, 
Ohio. Filed April 21, 1927. Ser. 185,468, 
5 claims. 

A watch case heater comprising a body 





























having a cylinder therein, a reciprocating 
piston mounted in the cylinder, a cylinder 
Js 
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head having a molding cavity formed therein 
in heat interchanging relation with respect 
to said cylinder, a door hinged to said body 
and adapted to close said molding cavity, 
and means extending through said head and 
releasably connecting said piston with said 
door for subjecting material within the 
cavity to molding pressure. 
DESIGNS 
Issue of June 3, 1930 
1,272. CLOCK CASE. JoHN M. 
Brooklyn, N. Y., assignor to 
Lamp Works, New York. 
1930. Ser. 35,279. 
years. 


@~ 


CoLucct, 
Majestic. 
Filed April 17, 
Term of patent 3% 











The ornamental design for a clock case 
substantially as shown and described. 
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WASHINGTON, D. C. 


Three cups were donated by R. Harris 
& Co. for the most original and artistic 
floats in the parade of the National 
Federation of Men’s Bible Classes last 
Saturday. In addition three cups were 
donated by A. Kahn, Inc., to be awarded 
to the classes having the most effective 
samples of class publicity on display at 
the convention. 

The Gruen Watchmakers Guild en- 
tertained the Washington jewelers at a 
dinner last week at the Willard Hotel. 
About 50 men attended and during the 
evening they were addressed by George 
Tuers of the Guild. Sales promotion was 
the topic. According to a survey of 20,- 
000 people two-thirds of the watches 
bought were purchased as gifts for men 
and women under 24 years of age. 

William Wright, manager of Galt & 
Bro., last week displayed for the first 
time in this conservative house, tables 
completely set for various occasions. 
Using linens, crystal, china, flowers and 
candles to accentuate the beauty of the 
silver, formal dinner and luncheon tables 
were shown on the main floor. Mr. 
Wright expressed himself as well satis- 
fied with the result, which not only 
brought business, but expressions of 
approval from his customers. 

The contest being conducted here by 
the Sterling Silversmiths Guild of Amer- 
ica, involving about $1,500 worth of 
sterling silver prizes, closes June 15. 
The jewelers have supplied the invita- 
tion cards to their customers and the 
letters have poured into the Guild head- 
quarters in this city. Three prominent 
Washingtonians are acting as judges, 
including Mrs. J. Borden Harriman, 
Miss Genevieve Hendricks, and Huston 
Thompson, former chairman of the Fed- 
eral Trade Commission. Announcement 
of the prize winners will be made in the 
local papers shortly after the contest 
closes. 











MEMPHIS 


June business started well both in re- 
tail and wholesale jewelry trade here. 
While the wholesale business only shows 
a fair improvement over spring, retail 
trade has taken quite a bound in recent 
weeks. 

W. W. Deupree, manager of Geo. T. 
Brodnax, Inc., was called to ‘Texarkana, 
Ark., by the death of his aged mother 
during the week. Mrs. Deupree had at- 
tained the age of 80 years. She was 
survived by six children. 

Mrs. Georgia B. Gates, widow of John 
W. Gates, former Mayor of Jackson, 
Tenn., died in that city recently at the 
age of 85 years. Among her surviving 
children are Jack Gates, president of 
Graves-Dix, Inc., two daughters and 
two sons. 

The formal opening on May 30, of 
Perel & Lowenstein’s new retail store at 
19 N. Main St., brought telegrams and 
felicitations from many parts of the 
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country. Numerous floral offerings 
were sent by friends. A program of 
music and the distribution of souvenirs 
were features of the event. 

Mrs. George T. Brodnax, Memphis, 
has announced the engagement of her 
daughter, Virginia Brodnax Biggs, to 
Dr. Sam L. Raines, the wedding to take 
place in the autumn. Dr. Raines is a 
Memphis man and has been engaged in 
the practice of his profession in the East 
and as surgeon at the Memphis General 
Hospital. 








ATLANTA, GA. 





T. Wight, prominent Atlanta jeweler, 
has recovered practically all of the items 
which were stolen from him in a recent 
window smashing, and two negroes are 
in the Fulton County jail charged with 
robbery. Attempts to sell the articles 
stolen resulted in the arrest of the two 
and the recovery of most of the loot. 

James E. Kerley, with the Interna- 
tional Silver Co., has completed an ex- 
tensive trip through Texas, Missouri, 
Kansas and Oklahoma, and will spend 
the month of June in his home town, 
Atlanta. Following this he will cover 
the Southeastern territory for the com- 
pany, making his headquarters in At- 
lanta. 


BUSINESS RECORDS 











Ernest Brunat, Minneapolis, Minn., 
is reported to be in bankruptcy. 

B. Kuhn & Son, Boston, Mass., has 
filed a voluntary petition in bankruptcy. 

A voluntary petition in bankruptcy 
has been filed by W. R. Pettitt, Ranger, 
Tex. 

An involuntary petition in bankruptcy 
has been filed against Maurice Adler, 
Chicago, III. 

An involuntary petition in bankruptcy 
has been filed against Culbertson’s, Inc., 
Spokane, Wash. 

An involuntary petition in bankruptcy 
has been filed against McKennie.& Co., 
Philadelphia, Pa. 

Involuntary bankruptcy proceedings 
have been instituted against the Ellis 
Jewelry Co., Ensley, Ala. 

A. L. Ackerman, San Francisco, Cal., 
has filed a voluntary petition in bank- 
ruptcy. Assets are given as $1,545 and 
liabilities $8,400. 





Watch Tariff Schedules 
(Continued from page 56) 











indelibly on the inside of the back cover, 
the name in full of the manufacturer or 
purchaser and the name of the country 
of manufacture. 

(h) For the purposes of this para- 
graph the width of any movement, mech- 
anism, device, or instrument, shall be the 
shortest surface dimension through the. 
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center of the pillar or bottom plate, oy 
its equivalent, not including in the meag. 
urement any portion not essential to the 
functioning of the movement, mechan. 
ism, device, or instrument. 

(i) For the purposes of this para. 
graph and paragraph 368 the term 
“jewel” includes substitutes for jewels, 

(j) An article required by this para. 
graph to be marked shall be denied en. 
try unless marked in exact conformity 
with the requirements of this paragraph, 








Wholesalers’ Convention 
(Continued from page 55) 
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survey entitled “The Distribution of 
Jewelry” which had been published and 
circulated among the members. Secre 
tary Fernley described the survey briefly 
and called particular attention to a 
study of the second section (Part II) 
dealing with the retail situation. He 
also stressed Part III which deals with 
an analysis of conditions surrounding 
the sale of 10 individual lines. 

As a result of this discussion it was 
decided to appoint a committee to take 
up with the manufacturers of the lines 
enumerated the points in regard to profit 
and turnover which the survey disclosed 
and seek a remedy. 


WEDNESDAY AFTERNOON 


The closing session was given over 
mostly to business at which time officers 
were elected reports submitted, un- 
finished business disposed of and other 
matters considered. 

Robert L. Coates, Philadelphia, was 
elected to the executive committee for 
one year to fill the unexpired term of A. 
C. Possin, Milwaukee. 








Jewelers Window Displays 
(Continued from page 29) 








of an eight-day clock. There are stands 
on either side of the doors upon which 
merchandise is placed. 

The background is of hardwood with 
cut-out letters of wood mounted on pan- 
els. Individual letters either of wood or 
metal at present have attained a flair 
and are being exploited by the best 
shops throughout the country. 

There are two methods of using cut 
out letters, one by mounting them on 
panels of various colors and materials, 
the other by merely placing them on the 
floor of the window, forming the mes 
sage intended for the window shopper. 

It is encouraging to have the evidence 
presented by Mr. Krooler that his wit- 
dow actually created business and stimu 
lated sales. Windows are the best ave 
nues of sales promotion for the neigh- 
borhood jewelers and can be made t0 
pay handsome dividends. 

The window developed by Mr. Krooler 
best illustrates how effective a window 
can be made if serious thinkirfg is ap- 
plied. 





